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Important Principles of Safe Deposit Management 





HOW SIMPLIFIED CHECK FILING OPERATIONS SAVE WORK 
at THE NATIONAL CITY BANK OF NEW YORK 


Increased accomplishment gives each girl new pride in her work. 


By simple comparison, you can see how The 
National City Bank of New York cuts out 
needless work and gets better results in the 
bargain. Problems in supervision and effi- 
ciency in the handling of over 1,000,000 checks 
a month in the Check and Statement Division 
for Head Office Departments have been solved 
by the installation of Remington Rand Safe- 
Check-Files. | 


Remington Rand Safe-Check-Files afford maximum use of check 
storage space and working space in addition to providing certified 
protection against fire 24 hours a day at point of use. 


BEFORE 


Checks were taken to one 
end of the office where girls 
sorted them at common work 
tables. Then the checks were 
filed in ordinary vertical filing 
cabinets. (Disadvantages: 
crowding, loss of time, con- 
fusion caused by checks being 
accidentally scattered around, 
and difficulty of supervision.) 


At the end of the month, it 
was necessary , because oflack 
of adequate work space, to 
truck the file drawers to the 
mailroom to insert checks and 
statements in envelopes for 
mailing. Thus the mail room 
routine, too, was interrupted 
... a Still further loss of val- 
uable working time. 


AFTER 


Each girl is now responsible 
for one particular section and 
works, comfortably seated, at 
a Remington Rand Safe- 
Check-File, which has its own 
handy work surface. Checks 
are efficiently filed at each 
such compact station immedi- 
ately after sorting. 


At statement mailing time, 
envelopes are brought to each 
section and each girl prepares 
her assigned group of state- 
ments and checks for mailing. 


This is a typical example of how progressive banks today can 
handle an increasing volume of business more easily, more effi- 
ciently and without a proportionate increase in clerical costs. 
Remington Rand offers complete, streamlined procedures tai- 
lored to your requirements, and backed by installation service that 
assures top results. For further information, phone the nearest 
Remington Rand office or write: Systems Division, 315 Fourth 


Avenue, New York 10. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


. . . 60 different businesses show medians of 51% to 
111% as ratio of inventory to working capital. Con- 
trolled lending in many cases requires control of 
inventory. Our Field Warehouse Service gives you 
inventory control . . . exact information of the kind, 
age, condition, value and quantity of each item of 

' inventory, and in addition all of the protection 
associated with public warehousing . . . right on 
your customer’s own premises. 


* 


OPERATING OFFICES 


Royal Bldg., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. + 60 State St., Boston 9, Mass. 

Rand Bidg., Byffalo 3, N. Y. ° Liberty Life Bldg., Charlotte 2, N. C. * 120 So. LaSalle St., 

Chicago 3, Ill. > 1314 Wood St., Dallas 1, Texas * National Bank Bidg., Detroit, Mich. 

Roosevelt Bidg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. + First 

Natl. Bank Bldg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. + Key- 

stone Bidg., Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 
Shreveport 69, La. « Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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‘in Chicago 


AS YOUR BANK 


You are cordially invited to use The First National 
Bank of Chicago as your correspondent. To serve you, 
and to insure prompt attention in all correspondent 
bank relationships, there is an experienced group of 
officers which devotes its entire time to this work. 


Epwarp E. Brown, Chairman 
James B. Forcan BentLey G. McCLoup 
Vice-Chairman : President 


BANK AND BANKERS DIVISION OFFICERS 

Joun J. ANTON Vice-President 
Tuomas J. Nucent Vice-President 
Haroitp W. Lewis Vice-President 
Me -vin H. Tues Asst. Vice-President 
VeRNE L. BARTLING Asst. Vice-President 
Cuarves F, NEWHALL Assistant Cashier 
Epwarp DECKER Assistant Cashier 
Victor C. von MEDING Assistant Cashier 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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NOTICE TO SUBSCRIBERS 
of 
RAND McNALLY BANKERS DIRECTORY 


Due to unsettled labor conditions in the Chicago 
printing industry, we are faced with a delay in the 
delivery of the First 1948 Editionof the Rand McNally 
Bankers Directory. 





We are proceeding with the issue, and assure you 
we are doing everything we can to finish the book as 
quickly as possible. 

We regret the necessity of this notice, and will 
appreciate your continued cooperation. 

Rand McNally & Co. 


PAZ ; <1 
Ruggedness and all-round “‘go”’ are coupled 
with fuel economies in MM _ Visionlined 
Tractors to assure reserve power and out- 
standing performance under all field and 
weather conditions. From the famed MM 
Visionlined ‘‘foursome’”—the models R, U, 
Z and GTB —choose the power-packed 
tractor engineered for your particular farm 
needs! Special features include: fewer parts 
and greater accessibility; anti-friction sealed 
transmissions with precision-cut, heat-treated, 
alloy steel gears; high turbulence type cylinder 
heads; force-feed lubrication systems. ‘““Quick- 
On—Quick-Off” tools for all MM Visionlined 
Tractors offer greater utility and real economy. 
Safe, dependable MM Visionlined Tractors 
mean time saved and more profits on all your 
farm power-jobs—all the-year round! No mat- 
ter how tough the job, there’s an MM Tractor 
for better and easier farming . . . ready to give 
you that profitable teamwork of MM Tractors 
and MM Mopern MACHINES. 
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MINNEAPOLIS-MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA 



















IN PHILADELPHIA... 


Ol Bank fa a bank 


Why do well over a thousand banks have 


The Philadelphia National as correspondent? 
Partly because we have the necessary resources and facilities . . . 


More than that, because we have a long history 
of successful cooperation with other banks, 
experience in all forms of banking, 


familiarity with the needs of both banks and their customers. 


We shall be pleased to serve as your Philadelphia correspondent. 


Will you call on us? 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Most Of Our Stop-Payment Orders 
Are Released After 30 Days 


On the theory that the great majority of stop payments can be settled 
within 30 days, and have no validity or necessity after that, this hank 
devised a plan to get prompt releases from depositors. 


N COMPANY with most banks, 

we have been plagued by the 
problem of stop payments which 
are not released or cancelled with- 
in a reasonable time by our cus- 
tomers. And so, for the past several 
months, we have been interested in 
articles in Bankers Monthly having 
to do with reducing the work of 
handling stop payment orders. 


Early in 1947, we inaugurated a 
system under which we accept stop 
payment requests and handle them 
for the first 30-day period without 
charge, assessing thereafter a charge 
of 50 cents for each successive 30- 
day period during which the stop 
payment remains on our books up 
to the date the request is six months 
old. At that time, it is automatically 
cancelled as provided by Florida 
Statute. 


In view of the fact that these 
charges are assessed in advance, 
we find that the notice of the 50- 
cent charge going out to the cus- 
tomer at the end of the first 30-day 
period brings about a release of the 
majority of our stop payment re- 
quests. This confirms our opinion, 
upon which the system was based, 
that the great majority of stop pay- 
ments are or can be settled within 
a 30-day period and have no real 
validity or necessity after that time. 


For ease in charging for these 
requests, we file them in six groups 
and handle them only six times a 
month. For example, stop payment 
requests received from the first 
through the fifth of the month 
would be filed under the fifth and 
charged monthly on that date—and 
so on. 


By R. H. MAKEMSON 


Vice President and Cashier 
Broward Notional Bank of Fort Lauderdale, Fla. 


Our experience definitely proves 
to our satisfaction that this plan 
reduces materially the work re- 
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STOP PAYM 


TO: BROWARD NATION. 
Fort Lo 


FILE BY 


Please stop payment 
(Circle one) 


which has been drawn on 
CHECK NUMBER 


AMOUNT OF CHECK 
MADE PAYABLE TO: 


REASON FOR STOP 


Take this reque, 


line 5 for car Make stop payment flag 


the account named below. 
Flag ledger sheet and initi 
Return this form to Head B 


celled in wri 


WHEN RELEAG 
ACCOUNT) 
NAME 
cee 


appres# P.O. Box 


Head Bookkeep 


ee: 
0.” 2 


2: g 
nf 
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BROWARD NATIONAL BANK 
Received by —_ 7O*" Auotnone, rome 


quired on stop payments. A major- 
ity are released within the first 30- 
day period or very shortly there- 
after. 

Our stop payment request pro- 
vides a customer’s copy which can 
be used as a release. The request 
reads as follows: 


STOP PAYMENT REQUEST 


Date_Nowember 4, 1947 _ 
TO: BROWARD NATIONAL BANK of FORT LAUDERDALE 
Fort Lauderdale, Florida 


Please stop payment on the following described check 
which has been drawn on the undersigned account 
CHECK NUMBER_1234 ... DATED 11=)-47 _ 
AMOUNT OF CHECK $1500.00 _ 
MADE PAYABLE TO: 
co I _— 
REASON FOR STOP PAYMENT:____ = 

ee 





The undersigned hereby agrees to hold you harmless for 
said amount and from all expenses, cosis and atiomeys lees 
you on account of your refusing to 
ny claim ag 


endeavor to adjust this matter and release this stop payment 

within thirty days. If released within thirty days from date it is 

understood that no charge will be made by the Bank for this 
leased in writing within thirt 

signed agrees and aszents to a charge 

period thereafter until sto 

charge to be deducted from undersigned account, in advance. 


Stop payment shall be cxincelled six months after date if 
not previously rel 


ACCOUNT) 


Above stop payment request released this dote. 


one TUE 


Pace time stomp and initials of person accepting request on 
reverse of this form and customer's copy. 









STOP PAYMENT REQUEST 


TO: BROWARD NATIONAL BANK 
OF FORT LAUDERDALE 
Fort Lauderdale, Florida 
Please stop payment on the following 
“described check, which has been drawn 
on the undersigned account. 
CHECK NUMBER...... DATED <2 
AMOUNT OF CHECK §.......... 
MADE PAYABLE TO: 


ee a ee ee ee ee ee ee ee 


The undersigned hereby agrees to hold 
you harmless for said amount and from 
all expenses, costs and attorneys’ fees 
incurred by you on account of your re- 
fusing to pay the said check and not to 
make any claim against you on account 
of payment if same occur through acci- 
dent. 

The undersigned will endeavor to ad- 
just this matter and release this stop 
payment within thirty days. If released 
within thirty days from date, it is un- 
derstood that no charge will be made by 
the Bank for this service. If not re- 
leased in writing within thirty days, the 
undersigned agrees and assents to a 
charge of $.50 for each thirty-day period 
thereafter until stop payment is re- 
leased in writing, such charge to be de- 
ducted from undersigned account, in ad- 
vance. 

Stop payment shall be cancelled six 
months after date if not previously re- 
leased. 

ACCOUNT) 
NAME) 


Authorized signature 
RE ee Pee eer rer 
Above stop payment request released this 
date. 


eee eee eee ee ee ee 


(Signature) 


On the reverse side in red ink is 
the following: 


CUSTOMER’S COPY 

You have requested the Broward Na- 
tional Bank to stop payment on the 
check described on the reverse of this 
form. This stop payment was accepted 
subject to the conditions appearing above 
your signature. Please make every effort 
to adjust this matter within thirty days 
and release this stop payment as soon as 
possible in writing, either by signing the 
release clause on the reverse of this form 
and mailing to the bank or by signing a 
release in the bank. 





Three Steps In The Stop 
Payment Routine 


1. A stop payment is accepted 
for a 30-day period without 
charge. 


2. Preceding each succeeding 
30 days, a charge of 50 cents is 
made. 


3. At the end of six months, the 
order is automatically cancelled 
as provided by Florida law. 
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Compound Interest Accounts 


Add Customers For Eight Other Services _ 


By LOUIS P. GALLET 


Assistant Cashier, The National City Bank of New York 


Our compound interest accounts 
are logical feeders to other depart- 
ments of the bank, specifically: 
special checking, regular checking, 
personal credit, and for the rental 
of safe deposit boxes. 

Many thousands of our compound 
interest depositors have opened 
first, special checking, and later, 
regular checking accounts. In nu- 
merous instances, they have gone 
on to open securities accounts, and 
into our trust department. 

The compound interest depart- 
ment is directly and indirectly in- 
strumental in the renting of a large 
number of safe deposit boxes. The 
constant awareness of other services 
on the part of our staff also works 
in reverse, for many compound in- 
terest accounts have come to us 
from other departments. 

Our Safe Deposit Company had 
as a customer, a man who, while he 
kept his box with us for conven- 
ience, through other ties, carried his 
checking account elsewhere, One 
day, shortly before closing, he 
clipped some coupons from his 
bonds, and didn’t want to carry 
them to his own bank. The manager 
induced him to open a compound 
interest account with us. Over a 
pericd of time, the convenience, 
plus good service received, was re- 
sponsible for the opening of a regu- 
lar checking account for himself, 
and one for his wife. In addition, we 
are now co-executors under his will, 
of what will be a very substantial 
estate. 

Another instance, which has been 
duplicated many times, in greater 
or lesser degree, was that of a com- 
pound interest account established 
in trust for a small son. The cus- 
tomer had formed the habit of call- 
ing each month to pick up our 
Monthly Letter, and one day, fol- 
lowing the invitation of our poster, 
decided to start an account to take 
care of his son’s schooling. 

The initial deposit was only $5 
but he told us later that the growth 
of the account with weekly deposits 
became a challenge to him, and in 
three years, he had built up the 

account to the maximum we could 
take. 


Then, during a War Bond drive, 
he was approached by a bank rep- 
resentative for the purchase of 
bonds, and he used a good portion 
of the account for their purchase. 
He liked the way he’ had been treat- 
ed generally, and decided that, if 
two departments of the bank were 
“O.K.”, the whole institution must 
be likewise. So we obtained not 
only his personal account, but that 
of his corporation; with a good line 
of credit established, and used. 

Our basic idea in our compound 
interest department, is to provide 
prompt and courteous service. We 
encourage our depositors to save 
systematically, to deposit amounts 
each week or month, for the pur- 
chase of a future home, to pay in- 
surance premiums, interest on a 
mortgage, to take care of an emer- 
gency; and, more important, to pro- 
vide freedom from financial worry, 
and to achieve a measure of inde- 
pendence. 

When an individual walks into 
our compound interest department, 
we make sure that one of the first 
things he sees is an attractive, well- 
lighted display rack, with literature 
describing, in addition to thrift, spe- 
cial checking and regular checking 
accounts, personal credit facilities, 
safe deposit boxes, travelers checks, 
information on trusts and wills, and 
our National City Monthly Letter. 
Arresting and ever-changing post- 
ers in our windows also continu- 
ously call attention to our services. 








Eight Additional Services 
Sold To Savings Customers 


1. Special checking accounts. 
2. Regular checking accounts. 
3. Personal loans. 

4. Safe deposit boxes. 

5. Securities accounts. 

6. Trust services, 

7. Bonds. 

8. Commercial loans. 


BANKERS MONTHLY 





DISHONESTY RIDES AGAIN... 


through large corporations...through small plants... 
through the vast commercial network of this nation. 

You have only to follow the newspaper head- 
lines to be forewarned of the loss risk facing busi- 
ness enterprises daily through the dishonesty of 
employees (and officers). 

The F&D suggests that before your bank makes 
commercial loans, you take the precaution of check- 
ing the dishonesty coverage carried by your poten- 
tial borrowers...just as you check their fire insurance. 

The F&D agent in your community will be glad to 
show you, without obligation, how Blanket Fidelity 
Bonds will protect your commercial borrowers... 
thereby protecting you. 


FIDELITY, SURETY AND BLANKET 
BONDS; BURGLARY AND OTHER 
NEEDED FORMS OF INSURANCE 


Fipe city ann Deposit company 
Baltimore | _. Maryland 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 





This Plan Avoids Messenger Holdups. 


Holdup gangs send advance men to “case the job.” They watch to 
see who carries money to or from the post office and at what time 
and by what route he goes each day. The plan here described makes 
“‘easing”’ so difficult for the gangs that as a result of its use, many 
banks have been spared messenger holdups. 


T is a well-known fact that ban- 

dits always study a situation be- 
fore they attempt a holdup. If they 
observe the same person leaving 
the bank with a similar package 
every day at the same time, they 
naturally assume that the package 
contains either currency or checks 
or both. Of course, they have no in- 
terest in the checks, but they would 
like to get the currency. 
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An advance man studies the situ- 
ation for some time and makes 
such notes as the following: 

“Grey-haired man with glasses 
leaves the bank every morning at 
9:17. 

“He carries a package which un- 
doubtedly contains currency. It ap- 
pears to be larger on Mondays. He 
always proceeds west on Main 
Street to First Street. There he 
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turns right to Ash Street. There he 
turns left to the post office. 

“There is a vacant building on 
the corner of First and Ash Streets 
which would make a good hide-out, 
Ash Street offers an ideal get-away, 
It leads to Highway 14. 

“This bank cashes company pay- 
rolls on Saturday so, the Monday 
bag probably contains more checks 
than currency. However, it is noted 
that the white-haired man return- 
ing from the post office on Thurs- 
day carries a larger package than 
usual. Undoubtedly, that is the cur- 
rency for cashing checks on Satur- 
day. The trip from the post office 
back to the bank is made by the 
same route and the man passes the 
vacant building at 9:23 every 
morning.” 

When this information is reported 
to the gang leader, it seems quite 
evident that he would conclude 
that a messenger holdup would be 
easy. Certainly, he would choose 
Thursday morning at 9:23. 

This system of preparing for a 
messenger holdup suggests a plan 
by which such a holdup could be 
avoided. It is, in fact, a plan used 
successfully to avoid messenger 
holdups by many banks. The plan 
consists basically in having differ- 
ent people go to the bank on dif- 
ferent days, having them carry bags 
of different kinds into which the 
money package may be placed and 
having them follow different routes. 


Different People Serve As 
Messengers 


In general, the same _ person 
should not go to or from the post 
office on two successive days by 
the same route, nor should he go on 
the same day in two successive 
weeks. In other words, the pack- 
ages, the messengers and the route 
should be continually changed. This 
makes it much more difficult—usu- 
ally too difficult for the advance 
man to get the necessary informa- 
tion for a messenger holdup. 

While it might be practical for 
the cashier to decide each morning 
who is to go to the post office, what 
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American Express Travelers Cheques Offer You 


















than Only American Express Travelers Cheques offer so many plus values 
e that cement your patrons’ good will to your bank. 
jtur- 
)ffice 
| i Your customers can use their American Your customers do not have to cash 
. a Express Travelers Cheques just about American Express Travelers Cheques be- 
“— anywhere in the world, wherever ships fore using them — they can spend them 
ral sail, planes fly or America can travel. just like cash. 
‘ee An educational i hotels 
lude i HNO EES : If American Express Travelers Cheques 
1 be prions apeeinen Semtgae ah a went are lost or joe your culmea ane 
oose pans Barer epost ines Day omst their refund promptly—in foreign coun- 
ment stores, etc., emphasizes that Amer- : ‘ob ies olin Chateed 4 

~~ ican Express Travelers Cheques can be Sy ae ee 
plan accepted without fear of loss. 
i be An American Express Travelers Cheque 
used is a “membership card” in the foremost 
nger travel organization, with offices and 
plan correspondents throughout the world, 
ffer- where travelers find the many financial 
dif- and travel services they need. 
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and American Express Travelers Cheques 
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Tune in VOX POP—ABC Network 
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route is to be followed, and what 
package is to be carried, it is gen- 
erally better to work out a definite 
plan ahead of time when it will be 
easy to take all of these consider- 
ations into account. 

A schedule appointing different 
ones to carry the money to the post 
office might appear something like 
that in the accompanying table. In 
this case, seven persons are as- 
signed to carry the money on differ- 
ent days. That makes it possible to 
rotate each week, Earl carries the 
money on Monday of one week, on 
Tuesday of the next week, Wednes- 
day of the next and so on. This 
schedule takes care of twelve 
weeks. 


It Is Best Not To Explain The Plan 
To Employees 


It probably would be better for 
the cashier or some other officer to 
keep this schedule more or less se- 
cret and merely tell each person 
each day that it is his turn to carry 
the money. In.other words, it is not 
well to give the employees the idea 
that there is a definite rotation. 

The point in making the table is 
to make sure that there will be no 
duplication of the same person car- 
rying the money on successive days 
or on the same day each week. 

In addition to this, it would be a 
good plan to have about seven dif- 
ferent ways of carrying the package 
to the post office. For example, such 
a list might be as follows: 

. Black suit case 

. Heavy paper 

. Brown portfolio 

. Flat package under coat 
. Black Gladstone bag 

. Woman’s knitting bag 

. Overnight bag 

In the suggested personnel sched- 
ule made out for a series of twelve 
weeks and reproduced herewith, 
seven employees are named includ- 
ing the cashier, himself. The num- 
bers preceding the names indicate 
the number of the package as 
shown in the list just given. 

For example, Earl will carry the 
shipment to the post office on the 
first Monday using the black suit 
case. John will go on Tuesday car- 
rying the package wrapped in 
heavy paper. Mary will carry the 
money on Wednesday in a brown 
portfolio and so on. 


Several Routes Can Be Taken 


Herewith are printed sketches to 
indicate two ways in which to plan 
the route to be taken by the mes- 
sengers. In one drawing, different 
routes are shown by different types 
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of lines and these indicate that 
there are at least six routes by 
which a messenger could go to the 
post office and return. It might be 
well for him to go by one route and 
return by another. More routes 
could easily be planned but this 
diagram gives the idea and, of 
course, your diagram will be differ- 
ent because your bank would not 
be located the exact number of 
blocks from the post office as is 
indicated on this chart. 


In order to have these various 
routes followed, it would be neces- 
sary to write directions for the 
day’s route and hand them to the 
person to carry the money at the 
time he leaves the bank. A de- 
scription of each route might be 
typed each week from a list main- 
tained by the cashier’s secretary. 
The point being to change the route 
each day. 


An important variation of this 
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routing plan is to arrange for two 
people to leave at slightly different 
times. The first one who leaves car- 


= te 


ries a dummy package (not in a © 


bag) and he stops at a prearranged 
location, preferably in a_ store. 
When the second person arrives 
with the money shipment, the pack- 
ages are exchanged and the person 
who really has the money proceeds 
to the post office. 


Packages Can Be Exchanged 


This plan will necessitate having 
each person carry a different pack- 
age. For example, (using the names 
on the personnel schedule published 
herewith) Earl might start out with 
the No. 1 package, the black suit- 
case. He would stop at an exchange 
point, which might be a soda foun- 
tain. 

A few minutes later, John would 
leave and proceed to the soda foun- 
tain by a different route from that 
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AUTOMATIC 


Accuracy becomes automatic with a Na- 
tional 2000 Proof Machine in your bank. 

Accuracy in sorting items is facilitated 
by the automatic opening of a shutter 
located on the compartment in which the 
item should be placed. This shutter is 
actuated automatically by the depression 
of the classification key used in identify- 
ing the item on its individual listing tape 
and/or the master tape. 

Accuracy in the entry of items is as- 
sured through the automatic “Lock 
Proof” feature. If the operator makes an 


error in recording an amount—or if the 
depositor has erred in adding his deposit 
ticket — the machine locks automatically! 
On depressing the error key, the amount 
of the error is automatically printed on 
the master tape, and the correction is 
made immediately. No other machine has 
this feature! 

For fuller description of this, and all 
the other National Accounting Machines, 
ask your local National representative to 
deliver you your copy of the handsome, 
illustrated booklet shown at the right. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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A New, Illustrated Booklet of some 60 
pages describes the services of each of 
the National line. Shows how they can 
speed work in every department of your 
bank. Ask your National representa- 
tive to bring you your copy. You'll find 
it informative and helpful. Have it 
ready when accounting problems arise. 
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Messenger 


Earl 
John 
Mary 
Dan 
Bill 
Daisy 
_ Myself 


Personnel Schedule 


The number in front of the day of the week is the route number. 
The number back of the name of the day is the package number. 








lst week 


1 Monday 1 

2 Tuesday 2 

3 Wednesday 3 
4 Thursday 4 

5 Friday 5 

6 Saturday 6 





Messenger 
Daisy 

Earl 
Myself 

Bill 

Mary 

John 


7th week 


2 Monday 7 

3 Tuesday 6 

4 Wednesday 5 
5 Thursday 4 

6 Friday 3 

2 Saturday 2 


2nd week 

3 Tuesday 2 

4 Wednesday 3 
5 Thursday 4 

6 Friday 5 

1 Saturday 6 

2 Monday 7 





8th week 


3rd week 





4th week 





4 Wednesday 3 
5 Thursday 4 
|6 Friday 5 

4 Saturday 6 

2 Monday 7 

3 Tuesday 1 





|9th week 


|5 Thursday 4 
|6 Friday 5 

2 Saturday 6 

3 Monday 2 

4 Tuesday 5 

5 Wednesday 1 





10th week 





2 Tuesday 1 

3 Wednesday 7 
4 Thursday 6 

5 Friday 5 

6 Saturday 4 

3 Monday 3 





5 Wednesday 2 
6 Thursday 1 
|1 Friday 7 

2 Saturday 6 

3 Monday 5 

4 Tuesday 4 


\6 Thursday 3 
|4 Friday 2 

5 Saturday 1 

6 Monday 7 

1 Tuesday 6 

|2 Wednesday 5 





Sth week 6th week 


1 Friday 5 

2 Saturday 6 

3 Monday 7 

4 Tuesday 3 

5 Wednesday 6 
6 Thursday 2 


1 Saturday 6 

2 Monday 7 

3 Tuesday 1 

4 Wednesday 4 
5 Thursday 7 

6 Friday 3 


2 Monday 7 3 Tuesday 1 _|4 Wednesday 2 6 Thursday 4 3 Friday 5 1 Saturday 6 


|1lth week 12th week 


|4 Friday 4 

|6 Saturday 3 
|S Monday 2 

|3 Tuesday 1 

4 Wednesday 7 
|5 Thursday 6 


1 Saturday 5 

2 Monday 4 

3 Tuesday 3 

4 Wednesday 2 
5 Thursday 1 

6 Friday 7 














Dan 1 Monday 1 4 Tuesday 2 5 Wednesday 3° 3 Thursday 4 |6 Friday 5 4 Saturday 6 


taken by Earl. If possible, they: 
would seat themselves in such a way 
as to have an empty seat between 
them at the fountain and, in plac- 
ing their bags on the floor or on 
the empty seat, they would proceed 
in such a way as to exchange bags 
without this being noticed by any- 
one nearby. (The bank, of course, 
would pay for the coca cola). 

It isn’t necessary to designate 
a soda fountain in each case, How- 
ever, it is important for the ex- 
change of packages to be made in 
some way that avoids anyone no- 
ticing that the exchange has been 
made. 

There are so many variations for 
making the exchange that it is un- 
necessary to suggest more. The 
principle should be that the ex- 
change is to be made in just as 
natural a way as possible and with- 
out being observed by anyone. On 
the other hand, a direct exchange 
of packages could be made with a 
conversation to be heard by those 
nearby. The conversation being 
something like this: 

“Hello, Earl, have you been wait- 
ing long?” Earl replies, “Oh, I have 
been here just a few minutes. Here 
is your package.” John then takes 
Earl’s package and Earl - takes 
John’s package and either they 
leave together and part on the out- 
side, Earl going back to the bank 
and John going to the post office 
or they leave by different entrances 
and go in different directions. This 
exchange of packages would not be 
done every day, probably once a 
week and on different days each 
week. 

Some banks happen to be located 
directly across the street from the 
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post office. They probably do not 
run as much risk of having their 
messengers held up as those located 
farther away. However, even in 
these cases it is possible to change 
the route each day and to change 
the messenger. One route to the 
post office would be directly across 
the street from the bank to the post 
office. Another route would be to 
start in the opposite direction and 
go around the block. It might even 
be wise at times to go around two 
blocks or three blocks. 

However, when the messenger 
goes away from the post office and 
then comes back, it might avoid 
suspicion more completely to have 
the messenger stop in some place 
for some natural reason such as to, 
make a purchase or deliver a small 
package or a message. ; 

While it would be a good idea to 
change the time of leaving as often 
as possible, it is quite often difficult 
to do this because of the fact that 
the package must arrive.in the post 
office in time for a certain train. 
However, if the package should be 
ready earlier, it would be a good 
plan for the messenger to leave 
earlier on some days than on others. 

There might be certain days on 
which arrangements could be made 
for the local police to follow the 
messenger either afoot or in a po- 
lice car. On other days, the police 
might station themselves along the 
route the messenger will take. 

It might be possible to arrange 
with the post office on certain days 
to pick up the package. 

If your bank is in a county seat, 
a sheriff or deputy sheriff might be 
engaged to serve as protection for 
the messenger at certain times. 


The most important point of all 
is to avoid sending the samé person 
every day with the same kind of 
package, and by the same route. 

All of these methods are also 
used by messengers who pick up 
packages of currency from the post 
office or from other banks. 


Interesting Articles In 
Bankers Monthly 


A recent issue of Bankers Month- 
ly contained some of the most in- 
teresting articles that I have had 
the pleasure of reading in many 
months. Your magazine is always 
well read in our bank. 

I have a friend in Congress who 
has been writing to me for informa- 
tion on bank training programs for 
veterans on-the-job training. He 
takes quite an interest in veteran 
affairs in Congress and I would like 
to send him the recent issue con- 
taining the article “These Training 
Procedure Outlines Encourage Em- 
ployees to do Better Work.” If you 
will send me the issue to be used 
for this purpose, I will appreciate 
it—H. C. Custard, president, Cle- 
burne National Bank, Cleburne, 
Texas. 


Safes containing reserve money 
should be under dual control. 


If all minor irregularities in pro- 
cedure are reported to one person, 
other than an operating officer or 
employee, he may be able to piece 
together information which will 
stop losses before they become 
serious. 
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“INVESTMENTS PROTECTED” 
by Better Air Conditioning 


Your financial interest in hotels, stores, restau- 
rants and office buildings calls for a careful con- 
sideration of Better Air Conditioning. 

Survey after survey has indicated the income- 
building advantages of air conditioning systems 
that adequately cool, dehumidify, circulate, filter, 
and ventilate the air for all types of business. 


You can get such a system when you insist on 
General Electric equipment . . . installed to Gen- 
eral Electric standards. 


In your own bank, too, General Electric Better 
Air Conditioning can mean more comfort to 
clients and depositors ... greater efficiency from 
employees . . . easier cleaning. 


We suggest you discuss the profit building pos- 
sibilities of air conditioning with an expert in the 
field— your local General Electric dealer or con- 
tractor. General Electric Company, Air Condi- 
tioning Department, Section A8274 Bloomfield, 
New Jersey. 


GENERAL @ ELECTRIC 


Better Air Conditioning 
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Depositors Write Deposit Slips 
When Properly Instructed 


Here are ten training methods used by banks in six states which 
have relieved tellers of the task of making deposit tickets for cus- 
tomers while others wait in line. 


NE of our readers recently 
complained that too many 
errors occurred in his bank because 
of the fact that depositors expected 
the tellers to make out their de- 
posit slips. This friend of ours oper- 
ates a bank in western North 
Dakota, where there are many 
farmers who have not been trained 
to do this important job for them- 
selves. 

One day one of the tellers had an 
“over” of $1200. She remembered 
taking in 12 $100 bills, but she had 
no deposit slip for it. Fortunately, 
she remembered the name of the 
customer who brought in the 12 
$100 bills. The vice president of the 
bank called this customer and asked 
him if there was an entry in his 
passbook for the $1200. The pass- 
book was examined and the entry 
was found. It seemed very evident 
then that the $1200, for which the 
teller had no deposit ticket, was 
the currency which was brought in 
by this customer, and a deposit 
ticket was made cut and his account 
was credited with the amount. 

Because of the danger of dispute 
‘with customers as to the amount of 
deposit and because of the delay 
and the possibility that the teller 
might make an entry in the pass- 
book without making out the ticket, 
this friend of ours wanted to know 
what other banks had done to avoid 
these difficulties. 

In order to be of help, not only 
to him, but to all other readers who 
have similar difficulties, a number 
of bankers were asked for the 
methods they use. We received 
eight replies which appear to have 
ideas which will be helpful to all of 
our readers who have not yet been 
able to persuade every customer to 
make out his own deposit slip. 

In order to avoid the error which 
occurred in the North Dakota bank, 
it would seem that a strict rule 
properly enforced to the effect that 
no entry must be made in a pass- 
book except from a deposit ticket 
should prevent the kind of error 
that was made. Perhaps the way to 
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enforce such a rule is to repeat it 
to all tellers every day for a num- 
ber of days, and then every week 
for a number of weeks, and then 
once a month for several months 
until no such errors occur. 

The experiences narrated here 
show that customers can be taught 
and, certainly we all must admit, 
that they should. make out their 
own tickets. Now read what these 
various bankers tell of their experi- 
ences which, in every case, have 
brought desirable results. 


Lobby Signs Cause Customers To 
Make Their Own Deposit Tickets 


We try to use various ways to 
convince the.depositor of the ad- 
vantages of making out his own 
deposit slips. We have printed sev- 
eral cards approximately 12 by 18 
inches in very bold type, black on 
white, as follows: 


For Quicker Service And To Avoid 
Errors 


KINDLY MAKE OUT YOUR OWN 
DEPOSIT TICKETS 


Please See That All Checks Are 
Properly Endorsed 


We have placed several of the 


notices in our lobby and, in addi- 
tion, our tellers are instructed to 
point out to the customer the many 
advantages, such as saving his val- 
uable time at the window and 
avoiding many errors.—H. B. Azx- 
um, cashier, The Exchange Bank 
and Trust Company, El Dorado, 
Arkensas. 


Tellers Ask All Depositors To Make 
Out Their Own Tickets 


About six or seven years ago, we 
decided to inaugurate the policy of 
having savings depositors fill out 
their own tickets. As depositors 
stepped up to our windows, our 
tellers would inform them that the 
depositor should always make his 
own ticket. The teller explained 
how the tickets were to be filled in, 
and we had samples placed under 
the counters in the lobby. 

After a short period, whenever a 
depositor would place his passbook 
on the teller’s counter, the teller 
would courteously request that the 
ticket be filled in by the depositor 
and further request the depositor 
to come*right back to the head of 
the line instead of waiting at the 
end. 

Whenever a new account is 
opened, the depositor is shown how 
tickets are made out and is told that 
it is unwise to let anyone else do 
that job for him. 

In the beginning, we did have a 
few complaints; however, when we 
pointed out the increased speed of 
service, the complaints were few 
and far between.—John A Mesza- 
ros, cashier, The First National 
Bank of Clifton, Clifton, N. J. 


Customers Are Referred To Officers 


We do make a definite effort to 
have our depositors fill in their own 
deposit slips before presenting the 
deposit to our tellers. Our program 
is not claimed to be original, as it 
embodies methods taken from the 
experience of several banks. 

When the account is opened, we 
ask the depositor to make out his 
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Success 


words: 


Banks everywhere are screening 
loan applications carefully. They 
want to avoid every foreseeable 
credit risk. That’s why bank loans 
based on our warehouse receipts 
are increasingly popular. Such 
loans are backed by actual inven- 
tory of the borrower—and back 
of our receipts are the experience 
and reputation of a nation-wide 
field warehousing company that 
has served more than 2500 banks 
and field warehoused more than 
400 types of products. 

When you make the loans— 
we'll make them safe. 


DOUGLAS - GUARDIAN 


WAREHOUSE CORPORATION 
"The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, Lo., 118 North Front St. LOS ANGELES 14, Calif., Garfield Bldg. SPRINGFIELD, Mo., Holland Bidg. 

NEW YORK 4, N.Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bidg. TAMPA 2, Fla., 416 Tampa St. 

CHICAGO 2, IIl., 173 W. Madison St. PHILADELPHIA 2, Pa., Girard Trust Bidg. EL PASO, Tex., First Nat’l Bank Bidg. 

ATLANTA 3, Ga., Hurt Bldg. PORTLAND 4, Ore., U. S. Nat’! Bank Bldg. HARTFORD 5, Conn., 945 Asylim Ave. 

CLEVELAND 14, Ohio, Union Commerce Bldg. ROCHESTER 4, N.Y., Commerce Bidg. KANSAS CITY, Mo., 1207 Grand Ave. 

DALLAS I, Texas, Tower Petroleum Bidg. SAN FRANCISCO 4, Calif., 300 Montgomery St. JACKSONVILLE I, Fla., 601 Florida Theater Bldg, 
EASTON, Md., 438 South Street SPRINGFIELD 3, Mass., 172 Chestnut St. PHOENIX, Ariz., 1516 Flower Circle North 
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own deposit slip and to make it out 
each time thereafter. The depositor 
is given reasons for doing this. It 
saves his own time waiting in line 
if he and all other depositors have 
done this before reaching the win- 
dow, It is a better evidence of the 
identity of the deposit and assures 
greater accuracy in proper posting. 

Deposit slips for our commercial 
and savings depositors are con- 
veniently and conspicuously placed 
on our lobby check counters. Our 
check counters are glass covered 
and the forms are plainly visible in 
trays just beneath the glass, and at 
the edge of the counter. 

Occasionally, a depositor does 
present his items without a deposit 
slip. The tellers are instructed to 
make out the slip for him and 
politely request that he prepare the 
slip in advance when depositing in 
the future. The teller also suggests 
that the officers, or new account 
department, will gladly help him if 
there is any question that may occur 
in preparing this slip. 

Our program has been very ef- 
fective—W. D. Harrison, cashier, 
Bank of Berkeley, Berkeley, Calif. 


Three Reminders Per Customer 
Bring Results 


Twenty years ago when I came 
to the Plainfield Savings Bank as 
a teller, it had been customary for 
the tellers to make out all tickets 
at the window. I had seen that other 
banks had some success in training 
their customers to write out their 
own tickets. Accordingly, with our 
president’s permission, we placed a 
card or two in the lobby requesting 
the customers to fill out their own 
deposit and withdrawal forms. Each 
customer was told the same thing 
politely and firmly as he approached 
the window. We did this three or 
four times per customer. 

It still has to be done occasionally 
for new customers who have not 
been properly trained in the banks 
where they have recently been do- 
ing business. We found very little 
objection on the part of the cus- 
tomers. There were, of course, some 
children, some aged, and some for- 
eign-born, for whom we had to con- 
tinue to write tickets and still do; 
however, they are very few. As a 
matter of fact, it has progressed to 
a point where those of the foreign- 
born, who cannot read or write, 
now generally have their children 
fill out the tickets for them before 
they come to the bank. 

In a few instances, we have found 
it necessary to tell the customers 
our reasons for wanting them to 
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fill out the tickets. The reasons we 
give are: It will facilitate our serv- 
ing customers more rapidly. In cases 
where there may be a dispute in 
the amount of the ticket, the cus- 
tomer’s writing will prove the point. 


Ten Methods By Which 

Depositors Have Been 

Educated To Make Out 
Deposit Tickets 


1. Tellers request customers to 
go to the lobby counter and 
make out their own tickets. 


2. Sample deposit tickets prop- 
erly made out are placed under 
the glass on the lobby counter. 


3. The officer opening an ac- 
count, shows the depositor how 
to make out a ticket and explains 
that it is unwise to let anyone 
else do that job for him. 


4. All depositors are told that 
time is saved for them as well 
as all other depositors if each 
makes out his own ticket. 


5. All are toid that greater ac- 
curacy is assured when they 
present the completed ticket with 
the deposit. 


6. Tellers refer customers to 
officers if they seem at all con- 
fused as to how the slip should 
be made out. 


7. Cards asking customers to 
fill in their own tickets are 
posted at various places in the 
lobby. 


8. Customers are told that any 
misunderstanding in the amount 
of a deposit can be settled more 
satisfactorily if the ticket is in 
their own handwriting. 


9. Tellers refuse to accept a 
deposit without a ticket. 


10. If the teller assists a cus- 
tomer in making out a deposit 
ticket, he asks the customer to 
validate the ticket by signing it. 


Where they still have not complied, 
we refuse to wait on them until they 
fill out the ticket, and I cannot re- 
call that we have ever lost an ac- 
count thereby. 

Several years ago, we installed 
bank money orders and now issue 
a minimum of 6000 a year. Re- 
cently, we have placed on our cus- 
tomers’ desks, pads of bank money 
order applications. Our tellers were 
instructed to inform our customers, 
if they come to the window with- 
out one of these tickets, to please 
fill one out before they come to the 
window. We instituted this rule on 
July 1 of this year and we now have 
90% compliance. It has been my 
experience that customers will let 
you do for them whatever you will; 
but, when requests are made of 
them courteously and firmly and in 
the proper spirit of helpfulness on 
the part of the tellers, co-operation 
can be had almost 100%.—A. W, 
Hutchinson, vice president, Plain- 
field Savings Bank, Plainfield, N. J. 


Customers Co-operate When They 
Understand Why They Should 
Make Their Own Tickets 


We started a number of years ago 
to educate our customers to make 
out their own deposit slips, whether 
it be savings or checking. Today, 
most of our depositors make out 
their own tickets before they ap- 
proach the teller’s window. Gener- 
ally, when the matter has been ex- 
plained, we have had very good 
co-operation. 

However, we make out slips at 
our discretion when there seents to 
be some good reason for doing so. 
There are people who are aged, 
physically handicapped and, in 
some cases, illiterate—Ralph B. 
Lucas, cashier, The Trenton Bank- 
ing Company, Trenton, New Jersey. 


Customers Are Asked To Sign The 
Ticket If The Teller Makes It 
For Them 


In only a very few instances do 
our commercial tellers make out 
deposit tickets for customers. We 
have a few valued clients who re- 
fuse to make out their tickets and 
we have hesitated to insist that they 
do so. Our tellers realize their vul- 
nerability in cases where they make 
out the deposit ticket on a cash 
deposit with the chance that the 
amount of the deposit might sub- 
sequently be questioned. They, 
therefore, in such cases require the 
customer to sign or initial-the ticket. 

When a customer presents his de- 
posit without a ticket, he is re- 
quested to step over to the cus- 
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with Burroughs 
Savings Passbook Machine 


The Burroughs Savings Passbook Machine is the fastest 
possible way to service savings accounts. Tellers handle 
more transactions per hour, lobby congestion dis- 
appears, and customers welcome the improved service. 
But speed is only part of the story. 


This new Burroughs provides neater, more accurate 
records, facilitates internal accounting, and insures 
better audit control. 


The machines have a low purchase price and low 
maintenance expense; they are compact, and present 
no installation problems; tellers like to use them, and 
learn how in a few minutes. Find out how the Burroughs 
Savings Passbook Machine can improve your internal 
operations and enhance your reputation for service. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MAGHINGS 
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tomers’ desk and make out a ticket 
and is given two reasons for the 
request: 

1. It eliminates any subsequent 
dispute of the amount of a 
cash deposit, 

. It speeds up the work at the 
window, resulting in better 
service. 

Our savings tellers carry out the 
same procedure. However, in this 
department they do make out de- 
posit tickets for aged customers and 
for those who do not write. The 
percentage of these is very small.— 
C. P. Lang, cashier, The National 
Chautauqua County Bank, James- 
town, N. Y. 


Farmers Are Reluctant To Prepare 
Deposit Tickets 


We are interested in learning 
what other bankers have done to 
persuade depositors to write their 
own deposit tickets. A large major- 
ity of our customers are farmers 
and they have shown a reluctance 
to prepare their own tickets. Just 
why that is true, we are unable to 
say.—S. H. Finger, vice president 
and manager, The National Bank 
of South Dakota, Huron, South 
Dakota. 


An Explanation Brought Good 
Results 


For a number of years, we have 
been trying to get depositors to 
make out their own deposit tickets. 
We have had very good luck by 
explaining the reason we ask them 
to do it. We explain that it elimi- 
nates the chance of errors in the 
name and the amount; and it saves 
time at the window. We also use 
signs on our lobby desks, asking 
each one to make out his own 
ticket. With very few exceptions, 
our customers have been co-oper- 
ative—W. W. Cook, cashier, The 
Beatrice National Bank, Beatrice, 
Nebraska, 


People of moderate means are the 
largest users of the trust service 
provided by banks in the United 
States. 54% of all trusts are in the 
$1,200 and under annual income 
bracket, while 73.5% are of a size 
producing less than $3,000 a year. 
—Chester D. Seftenberg, vice presi- 
dent and trust officer of the First 
and American National Bank of 
Duluth. 


There’s an advantage in running 
items in proof and transit in the 
same order as they are listed on 
deposit tickets. A lost item is more 
easily traced. 
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Portfolios Bring Articles On Ten Important Banking 
Subjects To The Desk Of Any Banker 


Instead of paging through countless back issues of Bankers 
Monthly in search of favorite articles, why not check our list 
of portfolios, pick out the subject in which you are interested, 
drop us a note to that effect. It'll save you‘a great deal of work 
and give us an opportunity to show you how comprehensive 
and helpful these portfolios really can be. 


In addition to the article you were seeking, you will find 
anywhere from 6 to 34 others, all dealing with the same sub- 
ject and what is most important, all in the same portfolio. 


This arrangement of material in handy reference library 
style, was the Editor's answer to numerous requests for articles 
appearing in past issues. It provides in single book form a 
quick review of the trends and developments that background 
many of the banking techniques of the present day. 


Thus far, only two are available on each of the following 
ten subjects. Articles on other subjects are being collected and 
will be available shortly. 


Accounting 
Check Forms 
Delayed Returns Of Dishonored Items _ Protective 
Exchange Charges Public Speaking 
Loans Service Charges 

Portfolios have been made available on a rental basis. 
Payment of $1 to cover the cost of mailing and handling en- 
titles the borrower to use of a single portfolio for a two-week 
period. At the end of that time, the portfolio is to be returned 
in order that others may make similar use of the articles. 

In the event more than one portfolio is desired, an ad- 
ditional assessment of $1 will be made for each compilation 
requested. 


Address Editor, Bankers Monthly, 536 S. Clark Street, Chi- 
cago §, Illinois. 


Portfolios Benefit Washington Bank 


Under separate cover I have shipped back to you the two 
portfolios, one on loans and the other on personnel, which you 
mailed me at my request on November 20. I wish to thank you 
for your prompt reply to my request. Both portfolios were inter- 
esting and I believe that this bank will be able to get some 
good out of each one of them. We also enclose our check for 
$2.00 in payment of the rental on these books.—W. G. Fulton, 
Cashier, The First National Bank, Mount Vernon, Washington. 


Operation 
Personnel 
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Many men who are particular about the paper 
that represents their business turn to the new 
Hammermill Cockletone Bond today. They 
find in this handsome paper the quality, 
‘heavier feel” and crackle to add an extra im- 
pressiveness to their business messages. 





SEND FOR THIS FREE SAMPLE BOOK... 


Contains samples of Cockletone 
Bond in all weights for letter- 
head use. Also matching enve- 
lopes. Please write on your 
business letterhead. 





LOOK FOR THE COCKLETONE WATERMARK 


April 1948 


fhe finest Leterhead paper ever. produced by Hammermill oralimen 





It is the paper that says, wherever it is re- 
ceived, “This is a message of importance.” 
Examine this new accomplishment of modern 
papermaking...and consider appointing it your 
business representative. (Its moderate cost 
may surprise you.) Just send for a sample book. 














Hammermill Paper Company, 
1505 East Lake Road, Erie, Pennsylvania 

' Please send me—FREE—a sample book 
: showing the new Hammermill Cockletone 
! Bond. 

Name 




































































Investment Securities 


69.31% 


December 31, 1945 
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$72,690,950.00 






December Sl, 1945 





$72 690,950.00 


Sometimes one type of chart is best to visualize facts, and sometimes another type serves the purpose better. Any type makes 
it easier to inform directors than when tables of figures are used. 


We Get More 


Response From Directors 


Helpful 


By Giving Them Visual Information 


The significant facts about the operation, income, expense, and 


profit of the bank are thrown on a large screen at directors’ 


meetings in order that all may concentrate on the same subject. 


This results in more helpful suggestions from the members. 


E, AS officers, spend the whole 

day dealing with the bank’s 
activities, but the directors have 
only a few hours each month to 
help plan the work of the institu- 
tion they serve. 

In order that our directors might 
learn more in those few hours about 
the progress of the bank, improve- 
ments in it’s operation, its income, 
its expense, and its profit, we have 
been using a system of tables and 
charts. These are shown on a screen 
in the directors’ room at the time 
of the meeting. 

Specially prepared charts, and 
original graphs and pictures, are 
shown with the use of an opaque 
projector. Original printed data 
appearing in magazines and vari- 
ous bank services are shown by 
turning to the selected page and in- 
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By T. R. HEFTY 


President, First National Bank 
Madison, Wisconsin 





This is one type of opaque projector suit- 
able for throwing charts and any printed 
matter on the screen. 





troducing the magazine or other 
document into the projector. A 6 
by 6 inch graph area is blown up to 
5 by 5 feet on the screen. 


Directors Are More Impressed By 
What They See On The Screen 


More information is retained by 
the directors when visual presenta- 
tions are made than when the cold 
figures are placed between covers 
for each member. Also, there is less 
time and effort consumed in prepa- 
ration. 

Some of the charts we use are 
reproduced herewith as examples 
of the type of information illus- 
trated and the kind of chart used. 

It is not the purpose of the charts 
here reproduced to illustrate the 
comparative figures of our bank, 
but rather to show how different in- 
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il Must tbe Productive 


International Harvester has long subscribed to 
the principle that if there is to be a “tomorrow” for 
both agriculture and industry, soil conservation 


practices must be carried out today. 


To promote this modern farming, the company 
last fall held the fourth and fifth of a nation-wide series 
of In-Service Training Courses on farm machinery 
sur Soil Conservation Service personnel. They were 
staged in Region Five, Lincoln, Nebr., and 
Region One, Hershey, Pa. 


Thousands of soil conservationists, agronomists, 
county agents, farmers and farm equipment dealers 
attended these meetings to watch machines fight “land 
on the move.” The accompanying illustrations show 
how problems of terrace-building, gully control and 


retaining of top soils, among others, were mastered. 


These men, supported by International Harvester and 
e "rrace,. 
the IH Dealer in your home town, form an army With g Seuilding - 
ervis 


. . . Wii 
that is waging a great peace-time battle: the conserva- tha Ormick. 


tion of the land, our greatest heritage. We encourage 
everyone who daily lives and works with American 
farmers to assist in the program of soil and 


water conservation. 


If the farmer is to prosper—and with him, the rest 
of the nation—soil must be made and kept productive! 


Want to know more about soil con- 
servation? Then write for this FREE 
booklet titled ‘‘Let's Practice Soil Con- 
servation.” Address Consumer Rela- 
tions Dept., International Harvester 
Company, 180 N. Michigan Avenue, 
Chicago 1, Illinois. 
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formation can be charted to make 
it more interesting and to visualize 
the comparative totals more vividly. 

For example, on the pie-chart 
showing assets, it is very vividly 
indicated that at the date repre- 
sented by the chart, much the larger 
percentage of the bank’s income was 
from investment securities. On the 
other pie-chart, showing bank lia- 
bilities, it is also emphatically ap- 
parent that demand deposits are the 
bulk of the bank’s deposits. 


Directors Now Look Forward To 
Interesting Meetings 


It is easy to see from these charts 
that our officers have very interest- 
ing things to talk about in present- 
ing these figures to directors. If we 
had only the figures typewritten on 
sheets of paper, the comparison be- 
tween demand deposits and time 
deposits would not be as quickly 
comprehended. A director would 
see that demand deposits are larger, 
but it would not be so easy for him 
to recognize how much larger they 
are in proportion. 

Naturally, one of our most im- 
portant charts is the one which 
shows net profit compared to ex- 
pense and salaries. This, as you will 
see, is not expressed in dollars, but 
in percentage. The officer talking 
about this chart when it was on the 
screen, of course, explained the rea- 
sons for these trends. It was easier 
for the directors to comprehend this 
situation when they saw the chart 
on the large screen than it would 


FIRST 
(___] Int. on Securities 
Int. on Loans 
Serv. Chgs. & Conn. 


have been if they had merely had 
the figures. 

The bar chart which shows a 
comparison of the six types of in- 
come is also a popular presentation, 
for it shows the trend of income in 
each class. This chart is also help- 
ful to officers for, if there is a 
tendency toward a decrease in one 
of the six sources, that is a warn- 


The Plan In Five Sentences 


1. Information important to 
directors is put into tables or 
charts for quick comparison. 


2. These are thrown on a large 
screen in the directors’ room so 
that all may concentrate on the 
same point as an officer dis- 
cusses that point. 


3. The directors are encour- 
aged to ask questions or make 
remarks while all are looking at 
the same report. 


4. The same information may 
be provided in mimeographed 
form so directors may study the 
facts between meetings. 


5. An opaque projector is used 
to throw the tables and charts 
on a screen and this same de- 
vice is also used to project infor- 
mation about local industries 
and bank activities. 


NATIONAL BANK OPERATING INCQME 


ing to put extra work on that source 
to bring it back to its proper pro- 
portion. 

Another chart that has been in- 
teresting in the last few years is 
the one showing the number of per- 
sonnel in the bank classified as men 
and women. This chart has shown 
a tremendous increase in the pro- 
portion of women employees and a 
rather disturbing decrease in the 
number of men employees. The 
point is that, when this chart is dis- 
played to the directors, they are 
much more likely to help us find 
new men employees than they 


would be if they had not seen the 
chart on the screen and discussed 
it together. 

The chart showing the trend. of 
deposits divided them into demand 
deposits, time deposits and (during 


the war years) war loan deposits. 


This chart, and the information 
which we give them by word of 
mouth at the time they are looking 
at it, stimulates many directors to 
help our officers find more business 
for the bank. 

At times, we prepare charts on 
specific activities such as, safety de- 
posit box rentals. This chart shows 
the number of rented boxes and 
those which are not rented, and 
when there is a large proportion of 
unrented boxes, directors are asked 
to speak to their friends about the 
advisability of having a box in the 
bank for their valuables. 

I think it is easy to see from what 


GROSS INCOME AND EXPENSE - SALARIES 


Hing Safe Deposit Income 
COO trust Income 
(225) Building Income 


at 


eed feed 


When charts like these are thrown on the screen during a meeting of directors, it is easier for each director to visualize the 
position of the bank than it is from the balance sheet. 
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ENDORSING 





PROVING 


| IBM Proof Machines 
save thousands of extra motions—every day! 


IBM Proof Machines eliminate countless 
steps and most of the hand and arm motions 
necessary with ordinary methods of check 
proving. All four operations—sorting, listing, 
proving, and endorsing—are performed 
simultaneously on the IBM Proof Machine. 


Sorting, ordinarily one of the most tiring 
bank operations, is accomplished by one 
motion —the insertion of the check in a re- 
ceiver directly behind the check tray. 


Checks are endorsed as they pass through 
this receiver, and the amounts, recorded 
on the ten-key adding keyboard, are printed 
on a master tape as well as on individual 
adding tapes corresponding to each sorting 
compartment. 

All needless operator effort is eliminated 
by the IBM Proof Machine, with a corre- 
sponding increase in speed and efficiency. 
There are three models available to meet the 
varying needs of large and small banks. 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 


Proof Machines «+ Service Bureaus «+ Electric Typewriters 





Time Recorders and Electric Time Systems 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
Y April 1948 23 





has been said that there are many 
types of charts which can be made 
to inform directors of the bank’s 
activities. 


Any Printed Matter Can Be Thrown 
On The Screen 


If there is some _ information 
which is better shown in the form 
of a table, the table is prepared and 
shown on the screen. The opaque 
projector makes this possible for, 
any printed matter can be placed 
in this projector and thrown onto 
the screen greatly enlarged. This 
allows for quick comparison. 

It seems quite obvious that, when 








Six Important Benefits 


1. All directors give considera- 
tion only to the subject being 
shown on the screen whereas, 
when all reports are placed be- 
fore them on the table, one may 
look at one report while another 
is discussing something else. 


2. Information on more sub- 
jects is supplied by this method 
and directors can help the of- 
ficers in many more ways. 


3. The information is more im- 
pressive on the screen than on 


paper. 


4. More facts about the bank 
can be discussed in one meeting 
than when all reports are on 
paper. 

5. Discussions of local indus- 
tries stimulated by industrial in- 
formation on the screen can re- 


sult in new loans or larger loans 
for the bank. 


6. Directors are better able to 
answer questions about the bank 
because they learn more about 
it than they can when they re- 
ceive only typed reports. 





the information is shown on the 
screen and someone discusses that 
information, all directors will con- 
centrate on that one point. 

Before we used this plan, it was 
quite natural for different directors 
to be looking at different tables in 
their report book while something 
else was being discussed. We fre- 
quently did not have 100% atten- 
tion on any point. 

We encourage the directors to 
ask questions or make remarks 
while they are looking at the chart 
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or table or picture and, in this way, 
we get much more help from them 
than we would otherwise receive. 

Very often, there is some printed 
matter pertaining to our local in- 
dustries which we show on the 
screen. At other times, there is 
something important about our 
bank’s activities or about the activ- 
ities of some other bank which we 
think will be of benefit to our direc- 
tors and this is shown on the screen 
direct from the printed page. 

If we are considering some new 
bank equipment, we are able to in- 
terest the directors in it by showing 
pictures of the equipment on the 
screen. New techniques are often 
illustrated in the same way. New 
facilities, such as an employees’ 
lunchroom, may be illustrated by 
showing pictures of the lunchrooms 
of other banks. In the same way, 
almost any subject can be illus- 
trated. 


Six Important Benefits Are 
Experienced 


We derive six important benefits 
from this method of informing our 
directors. 

1. All directors give considera- 
tion only to the subject being dis- 
cussed. 

2. This method enables us to sup- 
ply information on more subjects 
and, therefore, we get more re- 
sponse from the directors. They 
may bring in more new accounts. 
They may suggest more new loans. 
They can help us find new em- 
ployees, and in short, they do many 
things which directors can do when 
they are fully informed. 

3. We use colors in our charts 
and this helps to make the directors’ 
meetings more interesting and the 
facts more impfessive. 

4. We find that we can discuss 
many more facts about the bank 
and it’s progress in this way than 
we have ever been able to discuss 
in meetings before we used this pro- 
jector method. 

5. Discussions of local industries 
may often result in new loans. 

6. We have found also, that direc- 
tors are much better able to answer 
questions about the bank when out- 
siders or our customers ask them 
about the institution. 

In general, we believe it is our 
duty to keep the directors as com- 
pletely informed as we can and we 
believe that this method of pro- 
jecting the information onto a 
screen enables us to do the job bet- 
ter than any other method we have 
discovered. 








Bank Clubs Use Quiz 


Bank employee clubs are making 
widespread use of the popular 
Bankers Monthly Quiz..Many clubs 
preface meetings’ with a short quiz 
period followed by a highly profit- 
able discussion session. Both ex- 
perienced and inexperienced in the 
field of banking enjoy mixing edu- 
cation and recreation at these lively 
meetings. Reprints of Quizzes Nos, 
15 through 56—August and Sep- 
tember 1945 excluded—are now 
available at a nominal cost. 





The Kind Of Information 
Given To Directors 


1. The bank's assets are 
charted for comparison. 


2. The liabilities are charted. 


3. Income, expense, and net 
profit are compared for a series 
of years. 


4. The personnel situation 
for a series of years is displayed 
to show the trend. 


5. Safe deposit box rentals 
are compared for a recent pe- 
riod. 


6. Types of deposits are com- 
pared. 


7. Six sources of operating 
income are contrasted. 


8. Industrial expansion of the 
community is illustrated. 


9. Statistics regarding num- 
ber and dollar volume of loans 
are screened. 


10. New loans with emphasis 
on loans to types of business not 
heretofore served are discussed. 


11. Information on trends in 
banking is presented. 


12. The bank’s services are 
compared with those of other in- 
stitutions. 


13. Information about new 
banking equipment is supplied. 


14. New techniques which 
save operating time and money 
are reported. 


15. New facilities such as an 
employees’ lunch room are dis- 
cussed. 
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SAN FRANCISCO 


LOS ANGELES 





PORTLAND 


SEATTLE 


SPOKANE 


STOCKTON 


FRESNO 


PHOENIX 


CHICAGO 





HOUSTON 
DALLAS 
NEW ORLEANS 
DENVER 
KANSAS CITY 
ST. LOUIS 
CLEVELAND 
CINCINNATI 
NEW YORK 

BUFFALO 
BOSTON 
| PHILADELPHIA 
PITTSBURGH 


ATLANTA 


JACKSONVILLE 
CHARLOTTE 
WASHINGTON, D. C. 


MANILA, P. I. 





AWRENCE 





Lawrence service has become important to bankers as a financing vehicle for safe, profitable 
loans. Our strong financial position is reflected in the statement below. Lawrence is the largest 
and most experienced organization conducting nationwide field warehouse operations. 


Annual Report as of December 31, 1947 








NATIONWIDE FIELD WAREHOUSING 








? ASSETS 
CASH IN BANKS AND ON HAND. ... . . .. $ 171,979.37 
ACCOUNTS AND NOTES RECEIVABLE. .... . 1,666,144.28 
DEPOSITS WITH INSURANCE COMPANIES . .. . 21,426.99 
TOTAL CURRENT ASSETS . . . $1,859,550.64 
WAREHOUSE AND OFFICE EQUIPMENT . ... . 115,214.23 
GRE. ge Oe ar Gar “ee cer ee eee 
Less Reserve for Depreciation. . . 140,619.89 
DEFERRED CHARGES TO FUTURE OPERATIONS . . 197,961.22 
Prepaid Insurance . . . . . « $ 44,742.96 
Inventory of Supplies. . . . . . 16,374.67 
Improvements to Leased Property. . 76,597.12 
Other Prepaid Expenses . . . . . 30,246.47 


fA 
Nn 


TOTAL ASSETS . 172,726.09 


LIABILITIES AND CAPITAL 


ACCOUNTS PAYABIB ......s6 « «© « « § 224881.83 
NOTES PAYABLE TO BANKS. ........ 155,000.00 
ACCRUED TAXES—NOT DUE. ... . oe 414,136.83 


Income Tax Withheld from Emplcyces $157,628.71 








Social Security Taxes . . . . . . 102,783.14 
Federal Taxes on 1947 Income. . . 149,389.46 
Other Federal, State and Local Taxes . 1.335.52 
TOTAL LIABILITIES . . . . . $1,094,018.66 
CAPITAL STOCK—AT STATED VALUE. .... . 573,745.00 
Preferred Stock —8009 shares 
$25.00 Par Value... .. . :. «. . §200;225.00 
Common Stock — 25,784 shares | 
No Par Value *. . . . . . . 373,520.00 
et Nese Shen sae ee a ee a ce 504,962.43 
Paid-in Surplus. ..... =. . § 4053.20 
Earned Surplus. . . . . . . . 500,909.23 | 
ee | 
TOTAL LIABILITIES AND CAPITAL. ..... . $2,172.726.09 | 

















One-Half Of A Two-Dollar Bill 
May Be Worth $1 Or $2 


The regulations regarding the redemption of mutilated currency 
are technical, but not so complicated that they cannot be clearly 
understood by every bank employee. They are quoted here. 


NE of Bankers Monthly’s good 

friends, whose employees reg- 
‘ularly answer the Bankers Monthly 
Quiz, wrote the following letter: 

“We enjoy Bankers Monthly and 
it is read by us with benefit. We 
like to wrestle with the Questions 
and have a little tricky one our- 
selves you may find worth using— 
if you haven't already. One teller 
today came up with “How is it pos- 
sible to have $79 in a package of 
apparently all $2 bills?” ‘“* Well, of 
course, you know we happened to 
have half of a two in there but it’s 
a poser unless one is used to har- 
dling mutilated currency. 

“More power to you and keep 
Bankers Monthly coming by all 
means. We consider it one of our 
best trade publications, perhaps the 
best.” —P. M. Smith, cashier, Cran- 
don National Bank, Crandon, Wis- 
consin. 

In order to find out whether one- 
half of a two dollar bill is worth 
one dollar or two dollars, the editor 
wrote to the Treasury Department 
and received the following letter 
from the chief of the U. S. Secret 
Service: 

“There is enclosed a copy of 
Treasury Department circular, Ex- 
change of Paper Currency and Coin, 
which I feel certain will give you 
the information you wish. You may 
publish any part of this circular in 
Bankers Monthly. 

“Packages containing mutilated 
currency should be sent via regis- 
tered mail to the Treasurer of the 
United States, Currency -Redemp- 
tion Division, Washington 25, D. C.” 
James J. Maloney, Chief, U. S. Se- 
cret Service. 


Three-Fifths Of A Bill Is Worth 
Face Value 


Information regarding the value 
of mutilated paper currency and 
mutilated coins is quoted from the 
circular of the Treasury Department 
as follows: 

“Lawfully held paper currency 
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of the United States (including na- 
tional bank notes and Federal Re- 
serve Bank Notes in process of 
retirement, and Federal Reserve 
Notes) when not so mutilated that 
less than three-fifths of the original 
proportions remain, will be ex- 
changed at its face amount. 


One-Half Of A $2 Bill Is Worth $1 


“Such lawfully held paper cur- 
rency, when so mutilated that less 
than three-fifths but clearly more 
than two-fifths of the original pro- 
portions remain, is exchangeable 
only by the Treasurer of the United 





Three Points In The 
Redemption Of Mutilated 
Paper Money 


1. Lawfully held paper cur- 
rency of the United States (in- 
cluding national bank notes and 
Federal Reserve bank notes in 
process of retirement, and Fed- 
eral Reserve notes) when not so 
mutilated that less than three- 
fifths of the original proportions 
remain, will be exchanged at 
face amount. 


2. Such lawfully held paper 
currency, when so mutilated that 
less than three-fifths but clearly 
more than two-fifths of the orig- 
inal proportions remain, is ex- 
changeable only by the Treas- 
urer of the United States, at one- 
half the face amount of the whole 
note or certificate. 


3. Fragments less than three- 
fifths, when identifiable as to 
denomination, kind, and genuine- 
ness, are exchangeable at the 
face amount of the whole note, 
only by the Treasurer of the 
United States when accompanied 
by satisfactory proof that the 
missing portions have been total: 
ly destroyed. 


States, at one-half the face amount 
of the whole note or certificate: Pro- 
vided, however, that it may be ex- 
changed at face amount upon com- 
pliance with the provisions of the 
following paragraph. Fragments not 
clearly more than two-fifths are not 
exchangeable, unless accompanied 
by the evidence required in the fol- 
lowing paragraph. 


But—One-Half Of A $2 Bill May Be 
Worth $2 


“Fragments less than three-fifths, 
when identifiable as to denomina- 
tion, kind, and genuineness, are ex- 
changeable at the face amount of 
the whole note, only by the Treas- 
urer of the United States, when ac- 
companied by satisfactory proof 
that the missing portions have been 
totally destroyed. This proof should 
be in the form of an affidavit from 
the owner setting forth that he is 
the owner and the cause and man- 
ner of destruction. If, however, the 
owner cannot of his own knowledge 
state the facts as to destruction, an 
affidavit or affidavits from any othcr 
person or persons having knowledge 
of the facts will also be required. 

“The affidavits must be subscribed 
and sworn to before a notary pub- 
lic or other officer authorized by law 
to administer oaths. Unless authen- 
ticated by the official impression 
seal of the officer, the affidavit 
should be accompanied by a certif- 
icate from the proper official, show- 
ing that the officer was in commis- 
sion on the date of the acknowledg- 
ment. The date when the officer’s 
commission expires should appear 
in any event. Should any affiant sign 
by mark (X), his signature must be 
witnessed by two persons besides 
the acknowledging officer, and the 
places of residence of the witnesses 
to the mark must be stated. 

“In addition to the affidavits, 
there should be furnished a certif- 
icate, to be executed, if possible, by 
an officer of an incorporated bank 
or trust company or by a public of- 
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on December 31, 1947 

1e 

not ADMITTED ASSETS 

not Cash in Office, Banks and Trust ri caren j $ 26,330,163.87 

nied United States Government Bonds 59,492,297.55 

fol- Other Bonds and Stocks os 64,539,027.59 
Investments in Associated Companies 24,963,562.47 
Real Estate . . 3,984,382.15 

y Be Agents’ Balances, Lew Than 90 Days Due 9,904,935.42 
Reinsurance Recoverable on Paid Losses . 2,796,195.95 
Other Admitted Assets oe ae, 1,886,092.82 

ths, Total Admitted Assets $193,896,657.82 

yon LIABILITIES 

t ‘af Reserve for Unearned Premiums $ 91,473,696.00 

nea Reserve for Losses 23,904,922.00 

ae Reserve for Taxes . . ; 3,720,000.00 

deceee Liabilities Under Contracts with War r Shipping Administration 3,718,542.91 

roof Reinsurance Reserves ea eae AS Miler 1,650,557.00 

peen Other Liabilities ae Te ee ee eee 2,746,852.05 

ould Total Liabilities Except Capital - + « « « « « $127,214,569.96 

rom Capital oa 4 $15,000,000.00 

ie is Surplus ‘ . 51,682,087.86 

an- Surplus as Regards Policyholder ae Ger ara ea ae eS 

_ the a a ee een ee tds . $193,896,657.82 

edge NOTES: Bonds carried at $5,391,045.38 amortized value and cash $50,000.00 in the above statement 

, an are deposited as required by law. All securities have been valued in accordance with the requirements 

ther of the National Association of Insurance Commissioners. 

odge Canadian Assets and Liabilities have been adjusted to the basis of the free rate of exchange. 

ed. DIRECTORS 

ibed 

yub- Lewis L. CLarkKe Gorpon S. RENTSCHLER Guy Cary Rosert W. Dow.ince 

Banker Chairman of the Board, Lawyer President, City Investing Co 

law Cuaaies GC. Meyea National City Bank of New York say 8 V. SmitH Georce Gunp 

nen- The Cord Meyer Company Ropsert GoELet gece ae President, Cleveland Trust Co. 

sion WituiaM L. DeBost Real Estate —— = wneeee Haroip H. Hetm 

rj Chairman, FEORGE iE Manufacturers Trust Compan President, 

oon Union Dime Savings Bank ‘ one a siasunene B. ADAMS nie Chemical Benk & Tras Co. 
Epwin A. BAYLes Executive Committee, Chairman of the Board, Cuarces A. LoucHin 

OW - Dennis, Mass Title Guarantee & Trust Co. Atlantic Coast Line Railroad Co Vice President & General Counsel 
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CENTER CITY TRUST COMPANY 


ANYWHERE. U.S. A Deo. 2, 19466 
e , 








John Dee, Treas. 
(TEMS FIFTY DOLLARS AND UNDER. ~ 


Form G-118 15M-11-40 £ HUNORED DOLLARS OR OVER 


19-89 Elser Kaamer 
n 


& e e Mid-West Trust Company St, Louis, Missouri 
Dear Sir: I enclose for collection and credit. 
Respectfully yours. 
® 6 J 
( 56-50 
68-6635 Constance Wood 
"1 5.59 2-85 ° 
> J J 
5 ®. ” 
COSTIV. we eee ee! % 


m n 

Capitol Net.Bk.&Tr.Hertford,Conn. Margaret Jackson 
51-44 John Jones 
23-7 James Saith 
55-100 T. C. McFogarty 
51-1587 Annie Seunders 


. . -C lst Net.Bk. Atlante, Ge. Cherles King 
oe KNOW what takes most of the time ... makes 1-28 * 


" 
most of the expense in handling transit items. It’s . 


, “48 ; ; 2-85 . 
the job of transcribing the necessary information to 1-14 Wary Mason 
a aa a " 
the transit letter. 2-85 John Roebuck 
a * 


This time-consuming, costly work you can eliminate es : . 


; a ; ; Cleveland Tr.Co. Cleveland,0.Williem Sweeney 
by adopting the Recordak Transit System. Oe Gilbert Corrie 


With it, clerks make only a listing . . . on adding ae ieicens 
machine tape . . . and photography takes care of the é ad : 
description with speed, accuracy, and completeness i oe , ony aaa a 
that old-fashioned transit methods just can’t approach. — . 

As a result. transit work is faster—much faster. re 4 
Clerks can handle many more checks in the same a Ala gg 
period of time—with fewer chances of error. Operat- = 7. 
ing costs are greatly reduced. ao Dene Sispecn 

6-188 . 


e ° ° 45-589 ® 
Protection is increased, too Let. Wat.Bk., Chicago, TLL. Jane Rodgers 


71-55 


No need to be concerned about lost transit letters vs 7 


nm - 
when theyre handled the Recordak way. Should one 374.65 1-22 Lawrence Stone 


ae » hse . 3.00 . 
go astray, you can cet facsimiles of the missing items 2.89 4 > 


; ; ‘ : ; : 1000.00 Sempson's 
... quickly, easily, and without inconveniencing de- 1.30 . 


: : ml 3 50 “A 
positors. And—with the Recordak Transit System— 5.86 fetes 


you get them free. 4,604,568 


These arent the only advantages of the Recordak 
Transit System ... as you'll see if you send for our 
booklet, “IN BANK AFTER BANK AFTER BANK.” 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 


350 Madison Avenue. New York 17, N.Y. 


=RECORDEK 


(Subsidiary of Eastman Kodak Company) orig Tateiiols 
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ficer of the United States, setting 
forth that that officer has read the 
affidavits and that the affiants are 
reputable persons in the commu- 
nity and are, in the judgment of the 
officer, worthy of belief. 

“Blank forms tor affidavits or 
certificates are not furnished. No 
relief is granted on account of cur- 
rency totally destroyed. — The 


Treasurer of the United States will 
exercise such discretion under this 
regulation as may seem to him 
needful to protect the United States 
from fraud. 








safely in all kinds of financial weather — provided 


policies are wisely adjusted to current conditions. 


INDUSTRIAL BANK, a pioneer in consumer credit, 
has watched this type of financing develop through 


the constantly changing years of the past three and 


a half decades. 


This wealth of experience is at the disposal of 
correspondents who are studying procedures and 


policies for their own consumer credit departments. 







ALWAYS READ 
Chauge! 


Consumer credit departments operate profitably and 


Exchange Of Mutilated Coin 

“In general.—Except as herein- 
after provided, mutilated silver and 
minor coins are not accepted at their 
face amount but at their bullion or 
metal value. Silver coins are muti- 
lated, when plugged, fused together, 
or so punched, clipped, chipped, or 
otherwise mutilated as to be appre- 
ciably:- reduced in weight, or when 
so defaced as to be not readily and 
clearly identifiable as to genuineness 
and denomination. Minor coins are 
mutilated when plugged, fused to- 
gether, or so defaced as not to be 
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readily identifiable, or when sc 
punched or clipped or otherwis« 
mutilated as to show a materia 
loss of metal. 

“Silver and minor coins that are 
bent or twisted out of shape, but 
showing no appreciable reduction 
in weight or material loss of metal 
respectively, and silver and minor 
coins which are readily and clearly 
identifiable as to genuineness and 
denomination and which have been 
reduced in weight by natural abra- 
sion only, are not regarded as 
mutilated, and will be received at 
face amount. 

“Silver and minor coins which 
have merely been so altered as to 
render them available for use as 
coins of another denomination will 
be received at face amount, except 
that such minor coins must first be 
certified to by a coinage mint as 
being genuine and otherwise eli- 
gible for receipt at such amount. 


“A charge of 40 cents per thou- 
sand coins or pieces or fraction 
thereof, shall be made for such coins 
or pieces received and examined by 
such mint for certification, regard- 
less of the number of coins in any 
deposit certified to as aforesaid, 
with a minimum charge of $1 for 
each such deposit received and ex- 
amined by it. The payments so re- 
ceived shall be covered into the 
Treasury as a miscellaneous receipt. 
Such coins as are not certified by 
such mint to be eligible for receipt 
at their face amount, shall be ac- 
cepted by such mint at their bullion 
or metal value or returned to the 
depositor at his expense. 

“Mutilated coins should not be 
transmitted to the Federal Reserve 
banks or branches or to the Treas- 
urer of the United States but should 
be forwarded to such coinage mints 
or to the New York Assay Office as 
hereinafter provided, for sale at 
their bullion or metal value. 

“Relative to the criminal penal- 
ties connected with the defacement 
or mutilation of United States coins, 
see section 155 of the Penal Code of 
the United States (U.S. C. title 18, 
sec. 279). 

“Standard silver dollars and sub- 
sidiary silver coins.—Standard sil- 
ver dollars and subsidiary silver 
coins (halves, quarters, and dimes), 
when rejected as mutilated, will be 
stamped by the receiving officer 
with a distinguishing mark before 
being returned to the owner. Such 
mutilated coins will be purchased 
at the mints in Philadelphia, San 
Francisco, and Denver, and the 
United States Assay Office in New 
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York City, at the price fixed from 
time to time by the Director of the 
Mint, which is approximately the 
market price of silver bullion on 
the date purchased, and should be 
transmitted to the mints, or the 
assay Officer at New York, by regis- 
tered mail or by express (charges 
prepaid). Payment therefor will be 
made by check drawn on the Treas- 
urer of the United States. 





Four Points In The 
Redemption Of Coins 


1. In general.—Except as here- 
inafter provided, mutilated silver 
and minor coins are not accepted 
at their face amount but at their 
bullion or metal value. 


2. Silver coins are mutilated 
when plugged, fused together, 
or so punched, clipped, chipped, 
or otherwise mutilated as to be 
appreciably reduced in weight, 
or when so defaced as to be not 
readily and clearly identifiable 
as to genuineness and denomina- 
tion. 





3. Minor coins are mutilated 
when plugged, fused together, 
or so defaced as not to be readily 
identifiable, or when so punched 
or clipped otherwise mutilated 


as to show a material loss of 
metal. 





4. Silver and minor coins that 
are bent or twisted out of shape, 
but showing no appreciable re- 
duction in weight or material loss 
of metal, respectively, and silver 
and minor coins which are read- 
ily and clearly identifiable as to 
genuineness and denomination 
and which have been reduced 
in weight by natural abrasion 
only, are not regarded as mutil- 
ated, and will be received at face 
amount. 





“Minor coins.—Mutilated minor 
coins (l-cent bronze and 5-cent 
nickel) will be purchased at the 
mints in Philadelphia, San Fran- 
cisco, and Denver, in lots of not less 
than 1 pound of each kind, at a 
price (the approximate value as 
metal) fixed from time to time by 
the Director of the Mint, and should 
be transmitted to the mints by reg- 
istered mail or by express (charges 
prepaid), Payment therefor will be 
made by check drawn on the Treas- 
urer of the United States.” 


April, 1948 





. displaces the old-fashioned, unsanitary, 
adhesive stamp, and stamp sticking . . . provides 
any amount of postage needed, as needed, for 
any kind of bank mail, including parcel post... 
protects postage from loss or damage . . . keeps 
its own records of postage used . . . 


Why be without one? 





. . a great convenience in any bank . . . speeds 
up your mailing, saves time—and overtime . . . 
Metered Mail, already cancelled and postmarked, 
spends less time in the postoffice, gets on its way 
faster . . . And there’s a postage meter for every 
bank, large or small! 


Call any © PB office? 


...and find out how a postage meter can more 


than pay its way in your bank ... Or write direct 
to Stamford for an illustrated booklet! 


PITNEY-BOWES, Inc. 3841 Pacific St., Stamford, Conn. 


Originators of the Postage meter... world’s largest manufacturer of mailing 


machines . 


68 offices in the United States and Canada, 
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Renewals Of Stop Payment Orders 
Not Needed After One Year 


This bank never pays a “stale” check (with a date over one year old) 
so, stop payments are removed from the files at the end of twelve 
months. The stop payment form protects the bank in case of pay- 
ment through accident or, if the payee sues the bank for damages 
because of its refusal to pay the check. 


HEN we feel that a stop pay- 

ment is unnecessary, we usu- 
ally try to avoid placing it on our 
books. However, most of our stops 
come in by mail, and while we place 
the stop payment on our books by 
authority of instructions contained 
in the letter, we mail our customer 
the following letter: 


Acknowledgment Of Telephone 
Stop Payment Order 


“We acknowledge receipt of your 
request to stop payment against the 
undermentioned check, which is 
having our attention. 

“In this connection, we enclose 
form which we will thank you to 
sign and return to us for the com- 
pletion of our files. 

“Your attention is called to Act 
No. 76 of the Louisiana Legislature 
1924, printed on the reverse hereof, 
which provides that stop payment 
shall remain in effect for ninety 
(90) days only, unless the same is 
renewed in writing from time to 
time as provided in the act. 

“We also call your attention to 
the fact that the bank assumes no 
liability for payment of the above 
check if same occurs through inad- 
vertence or accident only, or before 
time has elapsed to enable the bank, 
in the regular course of business. 
to file a memorandum of your stop 
payment order with its bookkeepers 
and tellers.” 


Written Stop Payment Order 
Is Secured 


The form which goes with this 
letter reads as follows: 

“Please STOP PAYMENT on 
check drawn on you by the under- 
signed, No.. dated 
issued to 
for $ 
lowing reason: 
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By F. H. FITZGERALD 


Cashier, The National Bank of Commerce 
in New Orleans, La. 





Eight Types Of Work 
Connected With Stop 
Payments 


1. If a stop payment seems un- 
necessary, an effort is made to 
show the customer that he will 
not lose anything even if some- 
one else finds the lost check. 


2. Most stop orders come by 
mail and an acknowledgment is 
sent with a request to sign a 
formal order which contains a 
release for the bank's liability if 
the check is paid by accident. 


3. When a depositor signs an 
order in the bank, a letter is 
mailed calling attention to the 
provision of the law which re- 
quires a renewal after 90 days. 


4. A memo of each stop pay- 
ment is given to bookkeepers 
and tellers, who list them on the 
forms they have for that purpose. 


5. A form is filed in front of 
each statement. 


6. Another form is filed in front 
of each ledger sheet on which 
there is a stop order. 


7. Renewals may be made for 
one year. 


8. All “stale” checks over a 
year old are refused unless the 
depositor authorizes their pay- 
ment. 





The undersigned hereby agrees 
to hold you harmless for said 
amount, together with all expenses 
and costs, including attorney’s fee, 
if any, incurred by you on account 
of your refusing payment of said 
check; and agrees further not to 
hold you liable on account of pay- 
ment contrary to this request, jf 
same occurs. through inadvertence 
or accident only, or before time has 
elapsed to enable you, in the regu- 
lar course of business, to file a 
memorandum of this stop payment 
order with your bookkeepers and 
tellers. 


“If I do not renew this notice in 
writing within ninety (90) days in 
accordance with act No. 76 of the 
Louisiana Legislature of 1924, you 
are authorized to pay the said orig- 
inal check, even if I should, in the 
meantime, have issued a duplicate. 
I (We) have issued a duplicate, 
payment of which is authorized.” 

If a person comes into the bank 
and signs this form, we follow up 
with the following letter: 

“We acknowledge receipt of your 
request to stop payment against the 
under-mentioned check, which 1s 
having our attention. 


“Your attention is called to Act 
No. 76 of the Louisiana Legislature 
1924, printed on the reverse hereof, 
which provides that stop payment 
shall remain in effect for ninety 
(90) days only, unless the same is 
renewed in writing from time to 
time as provided in the act. 

“We also call vour attention to 
the fact that the bank assumes no 
liability for payment of the above 
check if same occurs through inad- 
vertence or accident only, or before 
time has elapsed to enable the bank, 
in the regular course of business, 
to file a memorandum of your stop 
payment order with its bookkeepers 
and tellers.” 
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UNITED STATES RESOURCES DECEMBER 31, 1947 


COMMERCIAL UNION = OCEAN GROUP 


* TOTAL RESERVE *poucy. | SECURITIES saan 
COMPANIES OF THE COMMERCIAL UNION - OCEAN GROUP ADMITTED woupers’ | DEPOSITED AS 


‘aa ADMITTED —_| POLICYHOLDERS’ 


Commercial Union Assurance Co. ltd. + $22,656,716 | $15,763,075 |$6,893,641 |$1,047,525| $22,747,683 | $6,984,609 


ORGANIZED 1861 


The Ocean Accident & Guarantee Corp. Ltd. ¢ | 26,047,921 | 19,704,232| 6,343,689/ 985,012| 26,117,743] 6,413,510 


ORGANIZED 1871 


American Central Insurance Company 10,389,899 | 6,777,557] 3,612,342} 382,313) 10,477,647| 3,700,090 


ORGANIZED 1853 


The British General Insurance Cs. Ltd. 7 1,732,443} 1,000,780) 731,663} 647,892} 1,733,693; 732,912 


ORGANIZED 1904 © 


The California Insurance Company 6,910,840) 4,143,187) 2,767,653) 365,656) 6,955,690) 2,812,503 


ORGANIZED 1864 


Columbia Casualty Company 13,718,157 | 10,141,417| 3,576,740} 709,893) 13,765,009) 3,623,591 


ORGANIZED 1920 


The Commercial Union Fire Ins. Co. of N.Y. | 4,845,854) 3,386,465] 1,459,389) 331,516 4,847,838| 1,461,373 


ORGANIZED 1890 


The Palatine Insurance Company ltd. t 4,184,345} 2,375,024) 1,809,321} 630,003) 4,248,382) 1,873,358 


ORGANIZED 1886 


Union Assurance Society limited t 3,366,835} 2,308,904) 1,057,931} 631,909} 3,417,056) 1,108,153 


ORGANIZED 1714 


Tt U. S. Branch *If all Bonds and Stocks owned were valued on the basis of December 31, 1947 Market Values, the Total Admitted Assets and 
Policyholders’ Surplus would correspond to the amounts shown in the last two columns at the right. 


FIRE iii. BONDS 
CASUALTY ED: MARINE 
AUTOMOBILE ee AVIATION 


HEAD OFFICE: ONE PARK AVENUE, NEW YORK 16, N.Y. 


New York Chicago Atlanta San Francisco 


April 1948 





Tellers, Bookkeepers, And Statement 
Clerks Informed 


When the request is handled, a 
form giving details is given to each 
of our commercial téllers, the book- 
keeping, and statement sections as 
a memorandum to watch for the 
check. The tellers usually keep these 
notices in alphabetical order and 
watch as they examine their checks 
for payment in the morning. Book- 
keepers and statement clerks list 
them on a form which is kept in 
front of both statement and ledger 
sheets. 


It is necessary that all of these 
steps be taken in order that as many 
of the stops as possible can be 
caught by one of the three depart- 
ments which handle checks. How- 
ever, the main responsibility is 
placed upon our tellers. 

In Louisiana, we have a State Act 
covering stop payments’ which 
makes our depositors renew them 
at 90-day intervals. This may be 
done for a one-year period, after 
which, payment is automatically 
stopped by terming the check 


“stale.”” We do not pay stale checks 
bearing a date one year old. 











HOUSE BILL NO. 67 






















SECTION 1. 


thereafter. 


We Must Finance 


Many people subscribe to the be- 
lief that we enjoy a virile and pow- 
erful economy because -there is a 
never-ending stream of new men, 
ideas, and products introduced by 
the little fellow who is free to start 
in business for himself. In fact, if 
this were not true, there would be 
a very considerable shrinkage of 
credit department personnel. 

The last census showed approxi- 
mately 185,000 manufacturers, 200,- 
000 wholesalers and jobbers, and 
1,800,000 retailers. With nearly 15,- 
000 banks, that is an average of 12 
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The Louisiana Law On Stop Payments 


ACT NO. 76, 1924 BY MR. CHASEZ 
AN ACT 


Fixing limitations on revocations, countermands of payments 


and stop payment orders relating to the payment of any check 
or draft against bank accounts. 


Be it enacted by the Legislature of Louisiana, 
that no revocation, countermand or stop payment orders, relat- 
ing to the payment of any check or draft against an account 
of a depositor, in any bank or trust company doing business 
in this State, shall remain in effect for more than ninety (90) 
days after the service thereof on the bank, unless the same be 
renewed, which renewals shall be in writing, and which renew- 
als shall be in effect for not more than ninety (90) days from 
the date of service thereof, on the bank or trust company, but, 
such renewals may be made from time to time. 


SECTION 2. That all notices affecting checks, upon which 
revocation, countermand or stop payment orders have been 
made at the time of taking effect of this act shall not be 
deemed to continue for a period of more than ninety (90) days 


SECTION 3. That all laws or parts of laws in conflict 
with this act, be and the same are hereby repealed. 






Small Enterprises 


manufacturing accounts, 13 whole- 
sale accounts and 120 retailers per 
bank. In addition, there are about 
900,000 businesses devoted to serv- 
ices, construction, amusements, etc. 
—an average of about 60 accounts 
per bank. 

Looked at this way, we begin to 
appreciate the importance of - the 
small business. Actually, the dis- 
tribution of accounts is not precise 
by any means since over 78% of 
banks are small—the same percent- 
age as applies to manufacturers, 
wholesalers and retailers. 





In the survey of business loans 
made by the Federal Reserve Sys- 
tem as of November 20, 1946, there 
were 253,000 loans to retailers total- 
ing $1.4 billion or 11%, 88,000 loans 
to wholesalers totaling $2.4 billion 
or 18%, and 116,000 loans to manu- 
facturing and mining industries 
totaling $5.6 billion or 43%. The 
remaining 28% was divided among 
service businesses, utilities, con- 
tractors, etc. 


This would give the average bank 
44 loans averaging $20,000 and a 
total business loan portfolio of 
$880,000. However, at the date of 
the survey, 77.5% of the number 
of loans to manufacturers and 
96.8% of the number of loans to 
retailers were to borrowers with 
total assets of under $250,000 each. 
Further, about two-thirds of this 
group of borrowers had assets of 
under $50,000. For every loan out- 
standing to a large company, there 
were 50 to small concerns, For 
those of you who are interested in 
statistics of this sort, we refer you 
to the March 1947 Federal Reserve 
Bulletin. 


Not only do we have a prepond- 
erance of small concerns which it 
is our job to serve, and from which 
we should profit, but the turnover 
is terrific. Nearly 500,000 businesses 
fall by the wayside each year in 
periods like the present, and a 
larger amount start fresh with 
strong hope and little else. 

In the 40-year period prior to 
1940, about 16,000,000 businesses 
were launched, yet the net gain in 
business population in that period 
was only one million concerns. Al- 
though this high mortality is a 
direct concern of bankers, indirectly 
the greater loss is to the individuals 
and the community. 


We all know that the rate of in- 
competency is high, but surely 
there is an important segment that 
can be counseled and guided in such 
a manner that everyone profits. 
There is no greater opportunity for 
constructive banking. Over-liberal 
credit practices advocated by some 
(we hear little concerning this at 
the moment) is not the answer now, 
never has been, and is very unlikely 
to be in the future. If we liberalize. 
let us do it in the direction of edu- 
cation and constant attention to de- 
tail. Profits, if any, may be short in 
such a program, but there is no one 
of us who cannot afford to do more. 
—H. T. Riedeman, vice president, 
Industrial National Bank of Chi- 
cago 
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Because we - 
photograph 
checks ... 


We can supply a complete description of any check 
payable outside Chicago that has been deposited 


with us. ° 


Also, if any such check is lost, a facsimile made 
from our film is forwarded for payment. Usually, 
this saves the time and trouble of getting a 


duplicate check. 


We invite you to deposit your checks with us. 


CONTINENTAL ILLINOIS 


National Bank and Trust Company 
of Chicago 


Member Federal Deposit Insurance Corporation 
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Errors Would Be Avoided If 
Money Packages Were Standardized 


Confusion and miscounts have resulted from the fact that, in a few 
banks, odd-size packages of coins are wrapped. An assistant national 
bank examiner who uses Bankers Monthly Quiz regularly, started 
the editors on an investigation which revealed the following infor- 


mation. 


HAT Bankers Monthly Quiz is 

carefully watched by most ev- 
eryone concerned with banking, is 
indicated by the following letter 
which was received from an assist- 
ant national bank examiner: 

“T should like to call your atten- 
tion, in a very friendly way, to what 
I consider an error in your ‘‘Month- 
ly Quiz, No. 52,” item No. 13. I have 
seen, in the pursuit of my duties as 
many twenty-five-cent rolls of 
pennies as fifty-cent rolls. There- 
fore, either a. or b. would be correct. 

“IT enjoy your ‘quizzes’ very 
much. There are times when I do 
not obtain a grade that I feel I 
should; however, they are very in- 
teresting and instructive.”—Frank 
O. Estes, Assistant National Bank 
Examiner. 

In order to find out what use was 
made of ‘half-size packages cf pen- 
nies and also to learn how common 
these half-size packages are, we 
wrote to the vice president of the 
Federal Reserve Bank in whose dis- 
trict this assistant national bank ex- 
aminer works, and we received the 
following reply: 

“Replying to your letter of Octo- 
ber 27, we are surprised at the ob- 
servation made by an Assistant Na- 
tional Bank Examiner in our district 
that there are as many rolls of pen- 
nies containing 25 as those contain- 
ing 50. 

“We do not at this branch pre- 
pare wrapped coin but, in checking 
with several of our large member 
banks, we find there is one that does 
distribute rolls containing 25 pen- 
nies. Of course, the customary roll, 
which has been in vogue for a long 
time, contains 50 pennies. 

“We were further advised by the 
bank in question that the smaller 
number of pennies are hand-rolled, 
whereas, of course, the customary 
rolls are wrapped by a machine. 

“The other banks contacted, 
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which do not distribute the smaller 
rolls, advised us that they have a 
minimum demand for such service 
and do not contemplate putting it 
into effect.” 

We then felt that our readers 
ought to be fully informed (as well 
as ourselves) on this matter of the 
use of coin wrappers, so we wrote 
to C. L. Downey president of C. L. 
Downey Company, which manufac- 
tures many coin wrappers and bill 
straps. We received the following 
letter from Mr. Downey, which is a 
very complete and authentic discus- 
sion of the use of odd-size money 
wrappers: 


“Pennies are wrapped in half size 
packages and this statement also 
applies to nickels, dimes and quar- 
ters. There are two wrappers avail- 
able for pennies, one for 50 pennies, 
the other for 25. There are two 
wrappers available for nickels, one 
for 40 nickels, the other for 20. 
There are four wrappers available 
for dimes, one for 50 dimes, one for 
30 dimes, one for 25 dimes and one 
for 20. There are two wrappers 
available for quarters, one for 40 
quarters, and the other for 20. 


“The above has always been the 
standard for packaging coins and 
millions of every different denomi- 
nation are made by us continuously 
with circulation throughout the 
United States. The reason the Fed- 
eral Reserve Bank knows nothing 
about this is that they set up stan- 
dards of packages which they will 
furnish to bank depositors and 
which they require bank depositors 
to use for making deposits in the 
Federal Reserve Bank. 


“The reason for half size pack- 
ages is that small payrolls need 
only small rolls of some denomina- 
tions of coins. Also, there are a great 
many small retail stores that must 
have small amounts of change and 


they do not like to have their 
change in the larger packages. 


“We cannot give you the names 
of banks using these wrappers be- 
cause we sell only to dealers. We 
do our business through 850 differ- 
ent stationers located all over the 
United States. The small-size pack- 
ages are used in the East, the Cen- 
tral States, the Southern States and 
the Midwestern States. Very few 
are used in the far West. 


These Are The Standard Packages 


“We, of course, are not trying to 
tell you that the small packages are 
used on a scale proportionate to the 
standard packages which are: 50 
pennies, 40 nickels, 50 dimes and 
40 quarters. The standard for halves 
in the Central and Eastern States 
is 20 halves; while, in points West, 
principally from Salt Lake to the 
Coast, the standard is 40 halves. 

“We issue a small pamphlet that 
is distributed to our dealers as a 
guide in making up orders, which 
shows the proportion of wrappers 
used in the various sizes.”—C. L. 
Downey, president, the C. L. Dow- 
ney Company, Hannibal, Mo. 

(The table showing percentages 
of different wrappers used is repro- 
duced here). 


A. B. A. Recommends Standard 
Sizes 

It is quite apparent that this lack 
of uniformity in wrappers has 
caused some errors and some extra 
work in many banks. Bankers 
Monthly has received from the Bank 
Management Commission of the 
American Bankers Association in- 
formation regarding a study which 
it has made. It shows that non- 
standard packages do cause con- 
siderable extra work and some 
errors. The following is what the 
Bank Management Commission 
says: 
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SAFETY PAPER FOR CHECKS | 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


ag 


THE wavy cies @ ARE A LAMONTE TRADE manK 


: A Check Paper All Your Own 

Thousands of banks and many ef the larger corporations 
use La Monte Safety Papers. with their own trade-mark or 
design made in the paper itself. Such INDIVIDUALIZED check 
paper provides maximum protection against both altera- 
.tion and counterfeiting— makes identification positive. 


, . 


\jnes 


eer has been 


ad Business 


f a beffer 
Americo through the development O 


safety paper. And we have kept on that same 


track for over three quarters of q century 


Which may explain, in Part 





“Use of uniform currency and 
coin wrappers, which would lead 
to more efficient bank operating 
procedure, is recommended by the: 
Bank Management Commission of 
the American Bankers Association. 

“E. V. Krick, senior vice presi- 
dent and cashier of the American 
Trust Company, San Francisco, 
California, who is chairman of the 
Commission, says: “It has been 
proven that standardization in 
banking practices has reduced er- 
rors and increased efficiency. This 
principle prompted the Bank Man- 
agement Commission to undertake 
the establishment of standards for 
currency straps, coin wrappers, and 
the packaging of currency and coin. 


“It is especially true that new 
and inexperienced operators find 
confusion in handling the varied 
forms of currency straps and coin 
containers now in use. This also 
holds true for the varied types of 
packaging that are employed. There 
is little doubt that these things con- 
tribute to cash differences. It is the 
feeling of the Commission that the 
utilization of standardized methods 
will reduce errors. 


Currency Strap Sizes 


“The standard size recommended 
for currency straps is 8 by 1% 
inches. The recommended packag- 
ing would be of one hundred bills to 
each strap, as follows: 


Color of Packaged 
Printing Denomination Amount 
Blue Ones $ 100 
Green Twos 200 
Red Fives 500 
Yellow Tens 1,000 
Violet Twenties 2,000 
Brown Fifties 5,000 
Light One 

Mustard Hundreds 10,000 


“In addition, there would be two 
different straps printed in black: 
one for any denomination and any 
amount (to be filled in), and one 
for mutilated currency. 


Coin Wrapper Standard Sizes 


“The recommendations for coin 
wrappers are: 


Color of Denomi- Packaged No. of 
Printing nation Amount Coins 
Red Pennies $ .50 
Blue Nickels 2.00 
Green Dimes 5.00 
Orange Quarters 10.00 
Buff Halves 10.00 
Gray Dollars 20.00 


“It would be a distinct advantage 
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PER CENT OF EACH TYPE OF MONEY WRAPPER USED 
Tubular Coin Wrappers 


.0256% 
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.0028% 
.0064% 
.0257% 
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Old Style Coin Wrappers 


.0617% 
.0779% 
.0067% 
.0152% 
.0461% 
.0677% 


50¢ 


Bill Straps 


04540, 
.3700% 
1512% 
.0214% 
.0675% 


if all banks adopted these recom- 
mendations for uniformity, particu- 
larly with respect to currency and 
coin which is shipped from one 
bank to another, because then all 
packages of the same denomination 
would contain the same amount of 
currency or coin regardless of what 
bank did the packaging. It would 
be possible to identify currency and 
coin’ at a glance because a certain 
color would always designate the 
same coin or currency denomina- 
tion. These recommendations ob- 
viously do not pertain to packaging 
for all internal bank use, as banks 
have their own procedures and 
needs, such as for use in cashing of 
payroll checks.” 


Standard Sizes Should Be Explained 
To Customers 


Bankers Monthly urges the use of 
these standard sized packages, and 
it seems that users who have asked 
for odd-sizes could easily adjust 
themselves to the standard sizes. 

It is apparent, from the table 
herewith, that the odd-sizes are 
greatly in the minority and it seems, 
therefore, that there should be no 
hardship on anyone if every bank 
would use only standard sizes of 
money wrappers. 


For the greatest protection, re- 
turn items should not be allowed 
to be cleared through the teller or 
cage who or which originated the 
item, but should be handled by 
some person entirely removed from 
the transaction, and final clearance 
should be made through a General 
Ledger control account. 


Two Better Than One 


“Do you have a lot of accounts 
on your books?” asked a New Jer- 
sey banker, of one of his lumber 
dealers, 

“Do I!” said the dealer. “I don’t 
know how in the world I’m going 
to ever get them collected.” 

“Why do you carry so many ac- 
counts?” asked the banker. 

“Oh, I don’t know. I wonder that 
myself sometimes. I guess it’s just 
a habit.” 

“Don’t you suppose that some of 
your customers could borrow mon- 
ey at the bank?” 

“Well,” said the dealer, “I think 
they are good credit risks. It seems 
to me that the bank ought to think 
so, too” 


“Do you mind my going over 
your list of accounts with the object 
of seeing if I can take some of them 
off your hands?” asked the banker. 

“Say,” said the dealer, “am I 
dreaming, or do you mean that?” 

*"Yes, I mean it,” said the banker. 

The result was that the banker 
selected quite a number of very 
high-grade credit risks from the 
dealer’s open accounts and, with a 
little tact, the people were per- 
suaded to borrow the money from 
the bank and pay the dealer. The 
result was that the bank secured a 
number of fine loans. The dealer 
gave a discount to his debtors, to 
encourage them to borrow the 
money at the bank. In other words, 
the dealer allowed more than the 
interest on the loan in order to 
clear his books of the accounts. 
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DECEMBER 31, 1947 


ASSETS LIABILITIES 
United States Government Bonds . $14,855,561.17 Reserve for Unearned Premiums . $ 5,704,647.43 
State, Municipal and other Gov't Reserve for Losses and Claims . . 4,493,006.23 
Bonds... ....... ..  1,043,999.33 Reinsurance Reserves . . . . . .  2,081,709.75 


aif a a a 120,247.23 Funds held under Reinsurance 
Preferred and Guaranteed Stocks . 3,063,830.00 Treaties ... 1,188,815.60 


a ee __ 6,452,880.00 Commissions and Aceounts Payable 374,308.99 
Torat Bonps anp Stocks . . . $25,536,517.73 Federal, State and Other Taxes . . __ 321,100.58 


Torau Liapuities . .. . . . $14,163,588.58 
Cash in Banks . . $2,695,249.01 
Cash in Offices . . 65,005.00  2,760,254.01 Voluntary Reserves: 
Premiums, not over three months. _ Contingencies . . $1,250,000.00 


due, net as to Reinsurance Security Fluctuation 1,605,194.28 
Premiums Payable ...... 239,579.69 . 9 a5 


2,855, 194.28 
Accrued Interest ........ 78,073.06 eas 


Receivable from Associated Capital . ... . — 2,000,000.00 
Companies and Reinsurers . . 311,037.47 Surplus... . . __9,989,288.37 


Surplus to Policyholders . . . . . _ 14,844,482.65 
Tora. ApMITTED ASSETS... . $29,008,071.23 TOTAL . . . «we ee ee « ~ $29,008,071.23 


Other Assets ........- __ 82,609.27 


Bonds and Stocks are valued in accordance with requirements of the State of New York Insurance Department. 
On the basis of December 31, 1947, market quotations for all bonds and stocks owned, the company’s Total 
Admitted Assets and its Surplus to Policyholders would be increased by $96,448.98. Securities carried at 
$1,271,025.09 in the above statement are deposited as required by law. 


This statement does not include claims amounting to $252,310.20 for refund of prior years excess profits taxes, 


— D\ojnectows 


A. M. ANDERSON New York EMORY S. LAND Washington, D. C. 

Chairman of Executive Committee, President, Air Transport Association of America 
J.P. Morgan & Co., Incorporated 

NATHAN MOBLEY New York 

PRESCOTT S. BUSH New York Executive Vice-President 
Brown Brothers Harriman & Co. 

JUNIUS L. POWELL New York 

PERCY CHUBB 2nd New York Chubb & Son 
Chubb & Son 

REEVE SCHLEY New York 

CLINTON H. CRANE New York Vice-President, Underwood Corporation 
Chairman of Board, St. Joseph Lead Co. 

CARROL M. SHANKS New Jersey 

WILLIAM A. HAMILTON Hamilton, Ont. President, Prudential Insurance Co. of America 


JOHN T. JONES New York ARCHIE M. STEVENSON New York 
President Bigham, Enylar, Jones & Houston 


HENDON CHUBB, Chubb & Son, New York 


UNITED STATES GUARANTER COMPANY 


NEW YORK CITY 
FIDELITY SURETY CASUALTY 


Aviation Insurance through Associated Aviation Underwriters 
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This Check Would Have Been Easier To 
Paper Stock Had Been Used 


Farmers Union Elevator Company OF 


Pay to the ; y, 
er 0 


ie eed 


Storage Tickets Net ff 2 ITY, 


To BANK OF STEELE, 
STEELE, NORTH DAKOTA 


77-216 


THE PVEROE CO., FARGO 


_ Net only is there danger of loss 
to payees, but there is also extra 
work for banks when the depositors 
use poor paper stock for checks. 

The check illustrated herewith is 
printed on paper stock not very 
much better than newspaper. It was 
carried in the pocket of a North 
Dakota farmer for over a month. 
It apparently had been folded by 
him in order to fit into some book 
or among some papers in his pocket, 
for when it arrived at its destina- 
tion in Illinois, the farm owner 
whose share of crop was repre- 
sented by the check had difficulty 
in keeping it together till it was de- 
posited in the bank. 


There were two places where the 


Handle If Better 





paper had worn completely through, 
and, at two different folds, the check 
was torn and in danger of being 
completely severed. 

Before it could be handled by the 
bank, it was necessary to tape both 
of these tears. Then the check be- 
came more difficult for bank em- 
ployees to handle. In the first place, 
the tape was sticky, and this caused 
the check to stick to other checks. 
In the second place, there was in- 
creased danger that the check might 
pe torn and a part of it lost. 

The lesson, which we hope is 
taught by this case (which is only 
one of many thousands which occur 
every year), is that bank officers can 
be helpful by talking with their de- 


positors about the importance of 
good paper stock for checks. 


There are many safety paper 
manufacturers who can supply good 
stock at a cost not very much more 
than poor stock. These manufac- 
turers have had years of experi- 
ence in making such paper for this 
special use. The paper is strong and 
easily handled by bank employees. 

The use of unprotected paper 
stock is a danger to the user, espe- 
cially when, as in this case, the 
checks are made out with a pencil. 
The amount could easily be changed 
and so could the name of the payee. 
As a matter of fact, the amount in 
numerals on the check pictured 
here is not at all clear. 





Manual Of Uniform 
Insurance Departmental 
Methods And Procedures 


Published by The Savings Banks 


Association of the State of New 
York, 110 East 42nd Street, New 
York 17, N. Y. Price $2.50. 

The 47-page Manual of Uniform 
Insurance Departmental Methods 
and Procedures, incorporates and 
classifies general insurance func- 


tions into an operational guide for 
bank use. It was compiled by the 
Insurance Forum of The Savings 
Banks Association of the State of 
New York after almost two years 
of research and study. 

Including standard forms, reports 
and statistical records, this compre- 
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hensive, adaptable manual should 
prove valuable not only to those 
immediately concerned with gen- 
eral insurance operations in banks 
but also to all bank officers and 
supervisors, since it concerns a 
phase of banking particularly noted 
for its diversity of methods. 

Originally accessible to savings 
banks in the State of New York 
only, copies of this manual are now 
available to any bank. 


“Federal Income Taxation 
Of Trusts And Estates” 


By Lloyd W. Kennedy, published 
by Little, Brown & Co., 34 Beacon 
St., Boston, Mass. 

This treatise is devoted entirely 


to all aspects of Federal income tax- 
ation of estates and all kinds of 
trusts, In one volume, over 800 
pages, Mr. Kennedy’s work brings to 
this difficult, yet highly important 
field of Federal taxation, a state- 
ment of the law, citation of author- 
ities, and an analysis of particularly 
treublesome problems. It will be 
kept to date by pamphlet supple- 
ments, published periodically 
throughout the year, and annual 
cumulative pocket parts. 

Mr. Kennedy is in active practice 
in Chicago, specializing in federal 
taxation, and has had experience as 
a writer as former research editor of 
the Coordinators Cyclopedic Fed- 
eral Tax Service and author of the 
material in that service on trusts 
and estates. 
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During their school-age years, your children spend 
one-third of their waking time in school. That adds 
up to several precious, formative years—a block of 
time from your child’s life that means everything 
to his future. 

And those teachers with whom he spends that 
time—stop and think of their influence on his life, 
his thinking, on the kind of person he will turn out 
to be. 

Do you appreciate their efforts to help him learn 
to get along with others, to overcome his special 
difficulties, to meet “growing-up” with adjustment 
and balance? Can you name anyone more important 
to your family—anyone more worthy of your interest, 
friendship and concern? 





most of the day? 


Yes, teachers are vitally important to you—yet 
they have left their profession by the thousands in 
recent years. What can you do to help in this crisis— 
a serious school-teacher shortage than can affect your 
child’s development? 


YOU CAN DO THIS! 


First: Check up on educational conditions in your 
local schools. Second: Back up and work with or- 
ganizations seeking to improve teachers’ working 
and living conditions. 

The joint effort of responsible parents and for- 
ward-looking citizens can and must save this situa- 
tion before it is too late—for the sake of our children 
and our country. 


Sponsored by RAND MCNALLY & COMPANY 


CHICAGO + NEW YORK + SAN FRANCISCO + WASHINGTON 


in cooperation with the Advertising Council, on behalf of the national effort to improve our schools. 
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Sixteen Important Principles 
Of Safe Deposit Management 


The sixteen items here listed are based upon—not one, but 
many—court decisions. They should be well known to every- 
one who serves safe deposit customers. 


1. The safe deposit vault custo- 
dian should inspect booths for for- 
gotten items, where possible, before 
the customer leaves the depart- 
ment, and certainly before another 
customer is permitted in the booth. 

2. The ordinary power of at- 
torney does not create a deputyship 
or grant access to a safe. A special 
power of attorney, specifically 
granting access, and stating the 
number of the safe, is preferred, 

3. Surrender of the contents of 
a safe deposit box, if demanded by 
the court, is made only to the per- 
son named by the court, after ap- 
proval of counsel. 

4. The notice of death of a ten- 
ant cancels all deputyships. Joint 
tenancies (subject to the law of the 
state) may not be affected by no~ 
tice of death. The contents of the 
safe deposit box can be safely sur- 
rendered to the executor or general 
administrator after receipt of Let- 
ters of Administration issued by a 
probate court of competent juris- 
diction. The State Inheritance Tax 
Law must be complied with at all 
times. 

5. The bank is charged with the 
exercise of ordinary care and rea- 
sonable precaution against the loss 
of the contents of a safe deposit 
box. This responsibility cannot be 
limited by contractual provisions 
between the lessor and lessee. 

6. Assets of the bank should not 
be kept in safes of the safe deposit 
vault. 

7. Do not over-advertise your 
vault. Extravagant statements may 
be construed as a guaranty by 
courts. 


Labor and Material Are now Available. We Have the 
Know-How—All We Need from You Is the Go Ahead. 


Eastern Office 


859 LEADER BUILDING 
CLEVELAND, OHIO 


8: Every state has enacted 
statutory law applicable to corpor- 
ations operating safe deposit 


vaults; in addition, numerous court 
decisions have been rendered which 
directly affect vault management, 
operation, and liability. 

9. The safe deposit customer 
enjoys a more confidential relation- 
ship than the depositing customer 
and names of lessees are more 
closely guarded. A booth or private 
room is desirable for the use of the 
tenants. 

10. The bank should have no 
knowledge of the contents of any 
safe deposit box. 

11. The knowledge of the con- 
tents of a safe deposit box may ad- 
versely affect the liability of the 
bank in the premises. Officers or 
employees, therefore, must not be 
named as deputies or licensees 
under any circumstances. 

12. Extreme care must be exer- 
cised at all times to prevent un- 
authorized entry to safe deposit 
boxes. ‘ 

13. Proper access to a safe is 
granted only upon written request 
and identification of the lessee or 
his deputy. 

14, A system of checking to pre- 
vent the leaving of keys in opened 
safe deposit doors, and to ascertain 
if the safe is locked before a lessee 
leaves the vault, should be adopted. 

15. Locks should be changed 
upon the termination of leases be- 
fore safes are leased to new ten- 
ants. 

16. Banks must not retain keys 
to a leased safe deposit box for any 
reason, 


We invite your inquiry on our 


full list of completed banks. 








It’s An Idea! 


Like a great many other ban cS, 
the Northwest National Bank of 
Chicago had a large demand for safe 
deposit boxes. In its vault, however, 
were 18 oversized boxes standing 
unrented. In addition, the bank was 
searching for a strong box to hold 
its silver. 

W. H. McDaniel, executive vice 
president, saw possibilities in the 
situation. He ordered the 18 safety 
boxes transferred to the money 
vault where they now serve as 
sturdy containers for the silver. The 
space opened up in the deposit vault 
was filled with small boxes which 
rented almost as soon as they had 
been installed. 


A Loan For A Milk 
Pasteurizer 


A banker in Minnesota met his 
milkman in the street one day and 
stopped to talk with him. 

“You look rather down-hearted,” 
he remarked. 

“I am,” said the milkman. “The 
local council just passed an ordi- 
nance requiring the milk in this 
town to be pasteurized.” 

“Well, why don’t you pasteurize 
your milk?” asked the banker. 

“That would take some extra 
capital,” said the milkman. 

“T would have to buy a pasteuriz- 
ing machine.” This remark gave the 
banker an opportunity to ask more 
questions and get more information 
about the milkman’s business. The 
banker saw that it would be com- 
paratively easy for the milkman to 
pay for the pasteurizer within six 
months if the loan were made. He 
made the loan. 


Character and capacity are the 
basis for credit; capital is the basis 
for the amount of credit. 


Visit with borrowers in their 
places of business, the better to 
judge their capacity for success. 


A. A. HENKEL & ASSOCIATES, INC. 


Bank Designers and Gngincers 
333 NORTH MICHIGAN AVENUE 


Chicago 1 Tllinois 
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for the Banker... 


for the Borrower 


The time has come to scrutinize collateral with unusual care. In this connection, 
Tidewater Field Warehouse receipts should prove definitely attractive. 


Attractive to you because you have direct control over impounded, marketable 
merchandise. Attractive to your client because his inventories of raw materials and/or 
finished products—stored on his premises—are converted into a sound, flexible 
source of working capital. 


Tidewater Field Warehouses, Inc., is the warehousemen’s field warehouse 
company; most personnel have had public warehouse experience. This experience is 
invaluable in coping with the many problems which arise in the proper handling and 
storage of goods placed in our custody. ; 


Further, we are associated with large terminal operators whose properties are 
located at key points along the Atlantic seaboard. Tidewater can draw freely upon 
the knowledge and experience of the trained staffs of these companies in expediting 
operations in this region. 


All our primary bond and insurance coverages are carried by the Continental 
Casualty Company, of Chicago, Ill. This large and reputable company accepted us 
as a risk because it was well satisfied with our method of operation. By placing both 
our primary fidelity and warehouseman’s liability coverages with one insurance 
company, the danger of multi-party action to place responsibility is eliminated. In 
addition, we carry a substantial amount in excess warehouseman’s liability insurance 
with another large insurance company. 


Tidewater offers you prompt, comprehensive service in any aspect of your 
operations where field warehousing is feasible ...as a source of security for com- 
modity loans or advances on raw or finished materials. Write or call us for complete 
information. There’s no obligation. 


















NEW YORK 4, N. Y. BUFFALO 4, N. Y. BOSTON 14, MASS. 
17 State Street 541 Seneca Street 131 Reverly Street 
a mornin Bowling Green 9-4692 Washington 6480 Capitol 1446 
pe ypegen PHILADELPHIA 6, PA. NORFOLK 10, VA. 
WAREHOUSES 10 Chestnut Street 808-10 Bankers Trust Bldg. 
Lombard 3-8070 Norfolk 44574 


TIDEWATER FIELD WAREHOUSES, Inc. 


Member: American Warehousemen’s Association * Member: Chain of Tidewater Terminals 








Simplification Saves Time 
‘ On Service Charges And 
New Account Work 


There is still a wide variety in 
the service charge methods and 
rates used in North Carolina. How- 
ever, our surveys over a period of 
years have shown a decided trend 
toward some simplified method. 

In our 1945 survey, 36.7% of the 
reporting banks were using a sight 
analysis plan; while in the 1947 
survey, 48% were using this sim- 
plified plan. Also, in the 1945 sur- 


vey, only 28% of banks using sight 
analysis based their allowances on 
the minimum balance; while, in the 
1947 survey, 57% of the banks 
using this plan based the earnings 
credit on the minimum balance. 

In recent years, we have stressed 
simplification of service charges 
rather than uniformity of schedules 
and rates and it has been gratifying 
to note that the change to a more 
simplified plan seems to bring about 
a degree of uniformity in methods 
and rates. 

Under the plan we have been 
using in Asheville for several years, 





W orldwide Correspondent Connections 


The banking and corre- 
spondent connections of 
Mercantile-Commerce cover 
all large cities of the United 
States and the principal cities 
abroad. Through our net- 
work of correspondent rela- 
tionships, accurate credit 
and banking information is 


quickly available. 






MERCANTILE 


Bank and 


Mercantile-Commerce can 
thus render a valuable service 
to all of its correspondents 
... items are handled effici- 
ently ...inquiries promptly 
and authoritatively answered. 
The range and quality of our 
connections has long been a 
distinguishing feature of 


Mercantile-Commerce service. 





we allow 12 cents earning credit 
for each $100 of minimum balénce, 
charge 4 cents for each check paid 
and 40 cents per month mainte- 
nance charge. We have a chait of 
these charges and, even an inex- 
perienced clerk can determine the 
amount of the charge with just a 
glance at the statement stub and 
chart. 


Service Charge Debit Ticket 
Is Eliminated 


In our own bank, we have further 
simplified the work by eliminating 
the service charge debit ticket. In 
figuring service charges, we simply 
glance at the minimum balance and 
the number of checks paid as shown 
on the balance stub, write the 
amount of the charge under the 
name on the stub, and the bock- 
keepers use these stubs for their 
posting media. 

In posting service charges, they 
use a symbol “SC” to indicate to 
the customer what the charge 
covers. We have found that the sim- 
plified method and elimination of 
the charge ticket has saved a con- 
siderable amount of time for our 
bank. 

Along the same line, we recenily 
simplified our method of handling 
new accounts. About 150 accounts 
were opened or closed each month 
and the various forms were being 
headed up separately. For instance, 
the ledger sheet was made by the 
bookkeeping department; the sig- 
nature card by the person typing 
the report; new account letters and 
the check file card by the filing 
clerk. 

The manager of our new accounts 
department made a study of the 
work flow and layout and now all 
form are made in one operation. 
This saves considerable work and 
at the same time increases efficiency 
and accuracy The procedure is 
simple and could be used by any 
bank in handling new account work. 
—Charles C. Bridgers, vice presi- 
dent and cashier, The Bank of Ashe- 
ville, Asheville, North Carolina. 


On production, Management has 
done a tremendous job. 

On selling, Management has done 
a fair job—witness the continued 
volume of trade even at today’s 
greatly increased prices. 

On labor relations, Management 
has also done a job, better, in fact, 
than many thought possible, in- 
cluding some who, it is now ap- 
parent, actually hoped “or the 
worst. 

gc 
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The Business Executive's 


Handbook 


Published by Prentice-Hall, Inc., 
70 Fifth Avenue, New York 11, N. 
Y. $7.50. 


Virtually a course in business 
administration and a practical en- 
cyclopedia of business methods and 
procedures combined, this one vol- 
ume business library contains 1600 
pages covering some 7700 fully in- 
dexed items. 

Seventeen complete sections, each 
a business book in itself, provide 
practical information as well as 
education in almost every phase of 
business practice. 

Written for both the employee 
and the executive, this valuable 
work covers the essential facts as 
well as the more advanced applica- 
tions of each of the subjects treated. 
Numerous clear, diagrams, tables 
and charts aid the reader in sum- 
marizing the vast amount of mate- 
rial contained in each section. 

Among the phases covered are: 
Business Mathematics; Tested Busi- 
ness Letters; Credits And Collec- 
tions; Dealings With Debtors; Fi- 
nancial Statements; Business In- 
surance; Business Organizations; 
and ten other equally interesting 
subjects. 


The Nickel Plate Road, 
The History Of A 
Great Railroad 


By Taylor Hampton. The World 
Publishing Co., 2231 West 110th 
Street, Cleveland 2, Ohio. Price 
$3.75. 


This volume, containing over 80 
illustrations and drawings, is the 
engrossing, scholarly account of a 
great railroad from its infancy up 
to the present. 

Through the pages of this story of 
high finance and big business stalk 
the titans of the Big Business Era: 
William H. Vanderbilt, Jay Gould, 
George Seney, Columbus Cumm- 
ings, Governor Charles Foster, Cal- 
vin Brice, Dan Eells, O. P. and M. J. 
Van Sweringen, George Ball, Rob- 
ert R. Young. Here is information 
gathered from many sources, in- 
cluding the private records of indi- 
viduals as well as the private rec- 
erds of the railroad itself. 

Taylor Hampton tells the step- 
by-step story of this railroad em- 
pire and the men who built it and 
run it today. It is a dramatic ac- 
count, recreating an era important 
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As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 
{ Reports on the feasibility of alterations or new buildings: 
anal: reliminary plan 


ysis, p' 


sketches, and cost estimates. 


{ Drawings and specifications for construction. 
{ Supervision of construction; aid in selection of contractors. 


{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 


in the development of industrial 
progress in this country. Fully docu- 
mented, colorful, it offers the equiv- 
alent of fictional adventure and 
will be of interest to all concerned 
with history, finance, business—and 
the romance of human effort. 


A Business Of My Own 


By Arthur E. Morgan, published 
by Community Service, Inc., Yellow 
Springs, Ohio, paper covers, 183 
pages, price $1. 


Not only is this a book which will 
be helpful when loaned to young 
men in the bank’s community, but 
it also will be helpful for loan of- 
ficers as 1 background for helping 
young men get started in business 
and for judging their possibilities 
as a basis for financing. Some of the 
subjects covered are the following: 

The Small Business Outlook 

Are More Products And Services 

Needed 

Life-long Interests Succeed Best 

How To Find A Market 

Service Occupations 

Mechanical And Related Services 

Professional And Personal Serv- 

ices 

How Can I Find A Product To 

Manufacture? 


The Statesman’s 
Yearbook 1947 


Published by the Macmillan Com- 
pany, 60 Fifth Avenue, New York. 
Price $7.50. 

This is the 1947 edition of the old 
and well-known yearbook which 
contains statistical and_ historical 
information of the year regarding 
all the countries of the world. It 
brings up-to-date information re- 
garding each country, but also in- 
cludes much of what has heretofore 





been published, which makes it a 
complete reference work. It includes 
such information as the following: 

Government—National and local, 
Area and population, Movement of 
population, Principal cities, Reli- 
gion, Education, Justice and Crime; 
Social Welfare, Finance, Insurance, 
Production and Industry; Com- 
merce, Economics and Labor; Ship- 
ping and Navigation, Communica- 
tion, Diplomatic representatives, 
Books of reference concerning each 
country. 


Bankers Monthly 
For Research 


Your publication, the Bankers 
Monthly, has been highly recom- 
mended to me by Mr. Robert E. 
Hill, editor of the Missouri Banker. 

I am working toward my doctor’s 
degree at the University of Missouri 
Schcol of Journalism. One of my 
special projects involves some re- 
search in connection with banking 
and financial publications. I surely 
would appreciate a recent issue of 
your periodical—Miss Geneva E. 
Foss, Columbia, Missouri. 


“My Son Bill Benefited 
From The Portfolios” 


At the request of my son, Bill, I 
returned some portfolios on per- 
sonnel problems and operations to 
you a few days ago. 

You will be interested in knowing 
that he obtained a great deal of 
good from the portfolios and will 
probably be writing you himself in 
a few days. Just at-the moment he 
is pretty well covered up getting 
ready for examinations, — Riley 
Burcham, executive vice president, 
The Lawrence National Bank, Law- 
rence, Kansas. 
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New Checkwriter Handles 
Multi-Currency Imprinting 


Banks dealing in currencies of 
more than one country will wel- 
come news of the new multi-cur- 
rency Protectograph 
recently introduced by The Todd 
Company, Rochester, N. Y. 

The new unit, designed especial- 
institutions of this type, 
makes it possible to prepare all 
checks on one checkwriter, 
printing amounts in as many as a 
dozen different currencies—dollars, 
pounds, francs, etc. 

In addition to protecting check 
amounts in various currencies, the 
Protectograph’s 
mechanism is so flexible that it can 
be adapted for any operation in 
which numerical impressions must 
be protected against fraudulent al- 
teration—i.e., serial numbers, dates, 
and quantities on shipping or pur- 
chase orders, warehouse receipts, 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 


Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 
. Bank Directories 
. Banking by Mail Envelopes 


Binders, Check, Bookkeeping, 
Ledger 


. Bronze and Brass Signs 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Checking Account Systems 
. Christmas Savings 

. Coin Bags 

. Coin Boxes 

. Coin Changers 


. Coin Counting Machines 


THE BANKERS SECRETARY 


29. 
30. 


Coin Counting and Packaging 
Machines 
Coin Envelopes 


. Coin Sorting and Counting 


Machines 


32. Coin and Currency Trays 


33. 


Coin Wrappers 


34. Coupon Books 


35. 
36. 
37. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Forms, One-Time Carbon 


Currency Straps 
Dating Machines and Stamps 


. Forms, Continuous 
45. 


. Inter-Office Communicating 


Systems 


. Interest Tables 


. Lam 


ps 
. Lighting Systems, Fluorescent 


. Maps 
. Metered Mail Systems 


51. Money Orders 


. Name Plates and Desk Signs 
. Night Depositories 


54. Night Depository Bags 


. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago 5, IIL 
Please have buying information sent us on the items eireled above. 


. Past Due Notices 

. Pay Roll Envelopes 

. Personalized Checks 

. Personal Loan Advertising 
60. Personal Loan Collection 


Envelopes 


. Personal Loan Systems 

. Photographic Bank Systems 

. Proof Machines 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 
66. Safe Deposit Boxes 
67. Safe Deposit Records 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 

. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Cor 


ration, Notary, etc. 


. Stamp Affixers 
. Storage Files 
. Time and Delayed Time Locks 
. Time Stamps 
. Travelers Checks 
. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
82. Visible Records 
83. Window and Lobby Displays 





checkwriter 


imprinting 





Key to the unit’s operation is the 
keyboard’s extreme lefthand bank, 
which is selective for any one of a 
dozen prefix symbols. Each of the 
other ten banks similarly has 12 
positions. 

Known as the Model 72, the new 
Multi-Currency unit is built on the 
frame of the recently announced 
standard-currency Model 70 Pro. 
tectograph and includes many of 
the principal features of that unit, 


New In And Out Indicator 


The Victor Safe & Equipment Co., 
Inc., North Tonawanda, New York, 
recently announced the addition to 
their line of 'a new type In and Out 
Indicator panel. 

An effective directory that shows 
what individuals are absent and 
when they will return, the new in- 
dicator can be used to good advan- 
tage in banks, offices and clubs. 

A green signal moving over a 
printed time scale at the right of 
each name indicates in quarter-hour 
periods the time each person will 
return. When the person is present, 
the signal is placed over the word 
IN. 

Typed names are easily changed 
and all information is protected 
from dust and dirt by celluloid 
tubes. In and Out Indicators are 
available in single, duplex and 
triplex panels. 


Abbott Coin Counter Co. 
Offers Equipment Catalog 


The new catalog of the Abbott 
Coin Counter Co., 143rd Street and 
Wales Avenue, New York 54, N. Y., 
has just come to our attention. 

Illustrated and described in this 
attractive catalog are scores of items 
and machines to speed the accurate 
flow of coins—coin counters, hand 
and electric, coin sorter, coin wrap- 
pers, currency straps, money and 
vault trucks, coin and currency 
trays and cabinets, seals, security 


Experienced Field Warehouse 
SOLICITORS 


address 


CLEVELAND STORAGE CO. INC. 
Guardian Bldg. Cleveland 14, Ohio. 
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HANDLING COINS 






Model No. 2X Hand Operated counts and packages 
400 coins a minute or count. 2,000 coins into a bag. 
Weight 25 pounds. 





Model No. 4ET Motor Driven counts and packages 
800 coins a minute or twice as fast as the manval 
machine. Wear and function have been reduced to 
minimum. Weight 76 pounds. 


Both models above count all denominations, stopping 
at 20-30-40-50 coins or will count indefinitely. 
Registers can be reset. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 


Abbott Coin Handling Machines 


MODEL No. 7-5 


Abbott Motor-Driven Coin Counting Machine. A strictly 
heavy duty machine, rapid and durable, especially 
adapted for the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction companies and 
others having large quantities of coins to handle. Has 
extra large revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 20-25-40 or 
50 coins have been counted, or will count coins indefinitely 
into a bag. Furnished to lock semi-automatically at any 
multiple of 100 coins. Can also be furnished to lock auto- 
matically on 100-500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and tokens at no extra 
cost. 

Other hand and electric models available. 






RAPID COIN ASSORTER 


Motor Driven is portable, visible, automatic. It separates 
mixed coins at the rate of 1200 a minute. The coins are put 
in the aluminum receptacle, the switch is turned on, the disc 
rotates and carries the coins up to the runway where 
quarters, nickels, pennies and dimes fall into four separate 
boxes on the left and half dollars fall into a box directly 
in front of the aluminum receptacle. Dimensions: 22” Wide, 
9” Deep, 10” high. Weight 30 pounds. Black enamelled 
finish on the steel, polished aluminum receptacle. Regularly 
equipped with 1.30th horsepower motor, 110 volts. Please 
state whether AC or DC current is used. 


Bank and Cashiering Supplies 


We can supply most any item needed for handling coins 
or currency. These include various types of coin wrappers 
and currency straps . . . coin, mail bags, bond and security 
bags . . . lead seals and lead seal press . . . steel trays for 
containing wrapped coins ... currency trays. Please write 
for catalog describing these supplies and our coin handling 
machines. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 


RT LT, 


bags and many other helps for bank 
personnel. 

The increase of money in circula- 
tion has made coin-handling equip- 
ment a must in all banks and indus- 
tries where high speed, accurate 
counting and handling of money is 
essential. 

A copy of the new catalog will 
be sent by the manufacturer on re- 
quest. 


Check Books Advertise 
Bank Services 


Bankers Development Corpora- 
tion, 31 Nassau Street, New ‘York, 
N. Y., is now supplying banks who 
provide Thriftichecks to their de- 
positors with new and interesting 
promotional material. 

Books of 20 Thriftichecks are im- 
printed with the customer’s name, 
stapled and put into a leather cover. 
The new promotional material con- 
sists of twelve different illustrated 
advertising messages printed on 
tinted paper exactly the same size 
as the checks. Two or more mes- 
sages, if desired, are interleaved 
and bound with the checks. The 
message is perforated from the stub 
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and can be readily torn out after it 
is read. 


The stub bears the word “memo” 


at the top and is useful for this pur- 
pose, as it remains in the book. Ten 
of the subjects covered by the in- 
terleaves are entirely for bank pro- 
motion covering loans of various 
kinds, banking by mail, safe deposit, 
and the value of accumulating a 
cash reserve bank account. 

Two of the sheets are devoted to 
promoting the use of Thriftichecks. 
Use of these interleaves makes cer- 
tain that Thrifticheck users are 
familiar with other services offered 
by the bank. 


My associates here in the bank, 
and I, have read with interest the 
various copies of the Bankers 
Monthly that we are receiving, and 
would like to express our apprecia- 
tion to you for sending this publi- 
cation to us.—Fred H. Waterhouse, 
assistant cashier, First National 
Bank of Minneapolis, Minneapolis, 
Minn. 


We think your publication Bank- 
ers Monthly is one of the best, if 
not the very best bank publication 
in America—Arthur E. Probst, 
cashier, First National Bank, 
George West, Texas. 


DON’T TAKE UNNECESSARY RISKS! 


Why let fire, theft or a mysterious disappearance 


deprive you of your valuables? Bring them in here 


and place them in a Safe Deposit Box. 


Delay may mean a costly loss. 





This ThriftiCheck interleaf promotes a bank service. 
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Field Warehousing Helped 
Prevent A Bankruptcy 


While our experience with field 
warehouse loans has been very 
limited, it has, nevertheless been 
very satisfactory. 

We have two outstanding in- 
stances where we entered into this 
sort ef financing; one was a con- 
cern who sponsored blanket clubs 
(for selling bed blankets) through 
various organizations and church¢s. 
The other is a fuel oil company. 

The blanket club concern also 
handled quite a number of other 
types of household merchandise, 
which were given away as pre- 
miums. Several years ago, he found 
himself in the position of having 
his shelves loaded with merchan- 
dise with a very poor cash position. 
With the aid of the Douglas-Guar- 
dian Warehouse Company, we 
made him a term loan, and thereby 
were able to heip him over a bad 
period, and (as he admitted) kept 
him out of receivership. In this case 
we were adequately covered with 
the proper types of insurance in- 
cluding burglary insurance. 

In the second case, we made a 
field warehouse loan so that a fuel 
oil concern could fill its tanks dur- 
ing the early fall and pay cash for 
the merchandise and procure all the 
discounts attendant upon a cash 
purchase. 

Part of this loan is still in exist- 
ence, and has worked out even bet- 
ter than we expected. In the first 
place, the price of oil increased 
materially after tanks were filled, 
and since this oil is delivered to our 
customer by water, he dces not have 
to contend with the ice conditions 
existing today on the water front 
due io severe weather. 

The chief advantages of making 
loans on a field warehouse basis are 
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CHECK CERTIFIER 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
| CERTIFIER is of inestimable value to the 
Bank and its depositors. There are many 
cases of record of forgery of rubber stamped 
certified checks, 

The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
_ the front and back of the check in one simple opera- 
| tion, printing one side in red and the other side in 
| blue. Padlock provides maximum assurance against 
' ynauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. In use by banks throughout 
the country. 


SECURITY CERTIFIER COMPANY 


_| 5 Beekman Street 


Several banks have found 
it profitable to keep a record 
of errors in each department 
and compare the record from 
month to month. As these rec- 


ords are disclosed, employees 
try to avoid errors. The result 
has been that less time has 
been needed to check back 
and make corrections. 


that the ultimate payment of your 
loan is guaranteed, and also that 
the bank is permitted to enter into 
a longer term loan than usual with 
absolute, safety, and without crit- 
icism from bank examiners.—J 
Wilson Dayton, president, The Bay- 
side National Bank, Bayside, 
Queens Borough, N, Y. City. 


Even A President May 
Be Tempted If Audit 
Is Not Complete 


Frank Smith, after 18 years of 
faithful service in a bank located 
in a small community, was made 
president. His salary was $250 a 
month. He was living beyond his 
means and began raising the 
amounts of notes to cover abstrac- 
tions. He did other things, too, like 
changing a 30-day note to 90 days 
and getting renewal notes each 30 
days and listing them all as cur- 
rent assets. 

At one time he put a cash ticket 
in the drawer for $725 with the 
name of a local man on it. This was 
discovered by the auditor and 
checked, but when the local man 
backed him up in the matter noth- 
ing came of it, and from then on 
the two worked together. 

This outside man had no assets, 


















New York 7, N. Y. 








but he would bring in fictitious 
notes which were honored by ithe 
president and the proceeds spiit, 
When the dam broke, the shortaves 
amounted to $35,000 to $50,000. We 
paid, and the bank lost its experi- 
ence credit. 

Verification of loans is important, 
and the audit might well include 
some check on borrowers’ worth 
and standing. We have.had losses of 
the nature just described which ac- 
tually crippled the bank. 

Shortage, in one loan account 
case, the amount of which was be- 
tween $100,000 and $150,000, was 
discovered in an interesting man- 
ner. An executive of the bank went 
to a dinner attended by a group of 
business men of the community. He 
chanced to sit next to a man whose 
name he recognized as being a very 
good customer of the bank. Seeing 
a chance to further good customer 
relations, he said to this man, “I 
want you to know we appreciate 
very much the business you are giv- 
ing us.” 

The man asked, ‘“‘What business? 
I have never done business with 
ycur bank.” That statement was a bit 
disturbing to this executive because 
he very definitely recalled that 
there were loans on the bank's 
books in this man’s name adding 
up to a very high figure. 

Loan verifications are very im- 
portant. There are cases, though, in 
which ordinary auditor’s inquiries 
and acknowledgments may not de- 
velop the true situation. It may be 
important to couple such inspection 
with actual field checking, inter- 
views, or other safeguards, includ- 
ing, of course, division of respon- 
sibilities to as great an extent as 
possible.—W. J. Nichols, Executive 
Secretary, Standard Accident In- 
surance Co., Detroit, Mich. 


Since the control of corporate 
management rests in a board of 
directors, the standing, responsi- 
bility, and beneficial connections of 
each member of the board should 
be considered in an appraisal of the 
personal factor and related to the 
credit as a whole. Attention might 
well be directed to the extensive- 
ness and demands of the outside 
interests of the officers and direc- 
tors, since it is frequently true 
that business management suffers 
through the failure of the principals 
to direct the whole of their energies 
and capacities to the solution of its 
problems.—The Credit Department 
published by Robert Morris Asso- 
ciates. 
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A Series Of Loans To A 
Store Building Owner 


An Iowa banker was consulted 
about the legal steps to be taken to 
arrange a mortgage loan on a store 
building that was to be remodeled. 

“What is the remodeling for?” 
asked the banker. 

“IT have a lease on the store for 
twenty years given by a chain 
store,” explained the owner, “but 
I have to completely remodel the 
building.” 

“What are the terms of 
lease?” asked the banker. 

“I’m to be paid $400 a month in 
cash,” said the owner. 

“How often do you have pay- 
ments due on the mortgage?” asked 
the banker. 

“Every six months.” 

“Do you have an operating ex- 
pense on the building?” 

“Yes, that will cost me about $100 
a month.” 

“You will have about $300 a 
month clear to apply on the mort- 
gage then.” 

“Yes.” 

“How would you like to have me 
lend you the money to pay six 
months’ principal on the mortgage 
in advance? Then you deposit your 
rent and let me apply the $300 to- 
ward your loan. It will save you 
some bother and a little interest.” 

The deal was made, and each six 
months a new loan was made, fol- 
lowing the complete payment of the 
previous loan. This gave the bank 
an opportunity to share in the inter- 
est payments that would otherwise 
have been made to an outside mort- 
gage company. 


the 


Loan Viewpoint 


“The solution to inflation does not 
lie in measures which do not permit 
commercial banks to perform the 
functions necessary to maintain and 
increase production, or measures 
which create the risk of a serious 
deflationary movement. On the 
other hand, the exercise of self- 
restraint by banks in the granting 
of loans which increase deposits 
without increasing production will 
be necessary if the banks are to 
discharge fully their share of the 
common responsibility which can 
not be avoided by pointing out that 
others have equal or larger respon- 
sibilities."-—S. Sloan Colt, presi- 
dent, Bankers Trust Co., New York 
City, in the Annual Report to Stock- 
holders. 
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In our company we follow the 
practice of paying the service 
charge for employees who want 
to open checking accounts and 
have us deposit their salary checks. 
It doesn’t cost much and, since it 
has so many mutual advantages, 
we consider it a good investment. 










Of course we are close to banks 
and to the checking system, so it 
didn’t take much selling to con- 
vince ourselves of the merit in 
such an arrangement. Generally 
speaking, business concerns aren’t 
ready as yet to accept the idea 
but we predict that some day it 
will be common practice. 
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CHECK PRINTERS 
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WE PAY THE SERVICE CHARGE 


Manufacturing Plants at 


For banks this presents some food 
for thought because, like group 
insurance, it permits a “wholesale 
approach to a retail market” and 
makes possible the sale of a small 
item at a reasonable sales cost. 
Have your salesmen try it out ona 
few small, friendly industrial firms. 
It probably won't result in any sales 
right now but it should provide 
meat for some interesting visits. 


We havea printed folder on this 
subject which we will be pleased 
to send to any banker who wants 
to look it over. It may have a 
thought or two that will help you 
reach the mass market. 






NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUI 


THAT 


Arevact 


By definition, an attractive sign is one which 


attracts attention. Bankette specializes in the design 


of attractive, dignified, edge-illuminated glass signs 


for banks. 


When you build or remodel banking quarters, re- 
member that since 1925 this company has been a 
leader in the field of modern signs... for both direc- 
tional and advertising purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE COMPANY 


INCORPORATED 
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127 Federal Street 


Boston 




















NEWS FACTS ,:.. FINGER TIPS 


Now you can find any important current news 
itemt and those of the past 7 years in seconds. 
Facts on File digests weekly every important 
news item here and abroad. The cumulative cross 
index locates for instant reference, every name, 
date, event, figure, fact or quote. Used by Amer- 
ica’s leading authorities, industries, libraries. 
WRITE FOR ILLUSTRATED BROCHURE 
Complete weekly news and index service $45 a year. 
Cross-indexed yearbooks 1941-1947 $20 each. Write 
now for fully descriptive free booklet. 
Facts on File—Dept. 45-4, 516 5 Ave., N.Y.18,N.Y. 


STIGLITZ ®°VERMUSING 


SPECIALTIES 
117 West 33rd St., N. Y¥. 1, N.Y. 


Serving Banking Institutions Over 25 Years 
Woll, Metal and Pocket Calendars. Mony other bank 
specialties® Advise priced item and quantity of interest to 
you and we will send samples. 
SPECIAL ITEMS FOR ANNIVERSARIES AND OPENINGS. 








CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-—inflammable. 
Order from your sta- 
i tioner or typewriter 
dealer. 





Serving America’s 
Banking Institutions 
Since 1896 


STANDARD PAPER GOOD 


WORCESTER 8, ‘MASS. 


ry 


CHANGEABLE BULLETIN, 
DIRECTORY, MENU, & 
STATISTICAL BOARDS 


Desk and Grille name plates. In 
and Out Registers. Changeable 
Signs for every purpose. Suitable 
for indoor or outdoor use. 


Send for literature 
ACME BULLETIN CORPORATION 


Bank Signs Division 
37 £. 12th St., New York 3, N. Y. 










Provides absolute protection to modern banks 
and their depositors everywhere against fraud, 
duplications and forgeries. 

By a simple turn of the handle a clear impression 
of the entire record (bank name, amiount, serial 
number and date) is macerated into the check from 
both sides in two colors. 

A new locking device seals the entire mechanism 
assuring against tampering by unauthorized persons. 

Dependable operation is assured by a magnifier 
showing the amount at a glance. 

No zinc die cast parts used. All wheels and 
levers of SOLID BRASS. 

The AJAX-HERCULES comes fully equipped in 
any one of four different models depending on your 
needs. 


[sate TIME STAMP COMPANY, INC. 


1. 98 8 —— 90 —— 8 0 nt 8 8 0 


368 Broadway, New York 13, N. Y. Worth 4-1666 
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We Like To Have Our 
Readers Disagree With 
Our Quiz Answers 


The following letter was received 
from one of our readers: 

“At our employee meeting this 
afternoon, we used your Bankers 
Monthly Quiz 56 from your January 
1948 issue and we ran into consid- 
erable argument under question 7 
“If a customer handed you currency 
totaling $37, how many pieces could 
be nothing but silver certificates or 
United States Notes?” A-1; B-2; 
C-3. 

I personally answered the ques- 
tion as B or C and wish to take issue 
with your answer which you state 
is A or B. In your answer, you state: 
“Only silver certificates and United 
States notes are made in $1 and $2 
denominations. There might be one 
$2 silver certificate or two $1 silver 
certificates.” 

I am of the opinion that silver 
certificates are also made in the $5 
denomination and my answer, as 
stated above, was B or C which 
would contain one $5 bill and a $2 
bill or a $5 bill and two $1 bills. I 
hold in my hand a $5 silver certifi- 
cate, series of 1934 C and if it is 
possible, I wish that you would 
write us and advise us if we are 
wrong.” 

Our answer to this letter was as 
follows: 

“i a your letter of Janu- 
ary 22, and I am glad that Bankers 
Monthly Quiz created an argument 
in your bank. You are right when 
you say that silver certificates are 
made in $5 denominations, but if 
you will read the question again, 
you will see that it reads like this: 
“If a customer handed you currency 
totaling $37, how many pieces could 
be nothing but silver certificates or 
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U.S. Notes?” A five dollar bill could — 


be a silver certificate, a U. S. Noie, 


or a Federal Reserve Note. Five ; 





dollar bills are made in all of those | 


types of currency but you can’t get 
$37 without having either two ones 


or one two, antt ones and twos are © 


made only in silver certificates and 
U. S. Notes. There are no ones or 
twos issued as Federal Reserve 
Notes. Therefore, two ones or one 
two could be nothing but. silver 
certificates or U, S. Notes. 


Please write me again if you dis- 
agree with any of the answers for 
we have been wrong on some of 
them, I’d also appreciate a letter 
from you whenever you think of a 
good type of question that we have 
not used that might add to the value 
of Bankers Monthly Quiz.” 


Borrowing On Inventory 
To Finance Your Business 


A booklet with this title is pub- 
lished by the Lawrence Warehouse 
Co., for bankers to use with their 
customers. It is the type of booklet 
which, when handed to an indus- 
trialist, will stimulate loans for your 
bank. It explains completely the 
system of field warehouse security 
on loans and definitely points out 
the benefits which the borrower will 
derive. There are, of course, many 
benefits to the bank and that is why 
our banker friends will be inter- 
ested in this booklet. 


Accompanying the booklet is a 
form entitled, ‘““Analyze The Impact 
Of Sufficient Working Capital On 
Your Business.” This form provides 
spaces in which the prospective bor- 
rower can enter his own figures. 
This will result in pointing out to 
him the definite savings he will 
have from the use of field ware- 
house loans. In fact, the form will 
show him what additional profits 
he may expect from the use of this 
type of financing. Copies to be given 
to your borrowers may be obtained 
without charge from Lawrence 
Warehouse Co., 37 Drumm St., San 
Francisco 11, Calif. 


Officers Find Many 
Helpful Ideas 


I would like to take this occasion 
to say that Bankers Monthly is on 
our list of “‘must” reading and our 
officers find many helpful ideas and 
interesting articles in each issue.— 
Charles C. Bridgers, vice president 
& cashier, The Bank of Asheville, 
Asheville, N. C. 
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For Banks equipped with Burroughs 


Couimercial Teller’s Machines, William 


Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the bese. We invite your inquiry 
for samples and further information. 


Manufacturers of 


e Savings Passbooks e Loan Passbooks 
e Commercial Passbooks e Deposit Slips 

@ Pocket Check Cases @ Statement Sheets 
e Personalized Check Cases Bill Straps 


e Passbook Envelopes e Coin Wrappers 
e Machine Posting Passbooks « Pen Ruled Forms 
@ Deposit Receipt Envelopes and Wallets 


Wiliam 
JOR LINE Tuc. 


1273 Ontario Street, Cleveland 13, Obie 










ONE-OPERATION 
Note Register Forms 


SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stotioners 
Lancaster, Penna. 








BLOTTERS ,icrtx 
ADVERTISING 
Colorful, effective blotters especially designed to 
promote k services . . . Automobile Loans, 
Checking Accounts, Commercial Loans, Life Insur- 
ance, Insurance Loans, Mortgage Loans, Personal 
and Installment Loans, Safe Deposit Boxes, Sav- 
ings and Thrift Accounts. Your own personalized 
message or our standard copy, 

Complete set of Samples on request. 


BONDSON PRESS 4% Metcolf Ave. 


New York 60, N. Y. 


your source for 


HANDSOME SOLID BRONZE 
SIGNS AND NAME PLATES 


We are specialists in designing distinctive 
bank signs, desk plotes, tellers’ signs, etc. 
Write today for illustrated catalog. 


UNITED STATES BRONZE 
SIGN CO., INC 
t BM, 570 Broadway, New York | 


April, 1948 





City Correspondent Provides 
A Man To Help With 
Country Bank’s Work 


The president of one of our corre- 
spondent banks wrote to us recently 
that his cashier had quit rather sud- 
denly and that he was having con- 
siderable difficulty in getting out 
his year-end reports and keeping 
up his routine work. We were glad 
to place at his disposal one of our 
better men for approximately one 
week, who caught up all of his re- 
ports and assisted him in the routine 
of his bank work, 

We made no charge for this serv- 
ice, other than our man’s expense 
while away. This was very unusual, 
in fact the only time I recall that 
we have gone quite this far, al- 
though we have furnished help to 
correspondent banks when in need. 
—Howard P. Parshall, president. 
Commonwealth Bank, Detroit, 
Michigan. 


Corporate Financial Policy 


By Harry G. Guthmann, C.P.A., 
Professor of Finance, Northwestern 
University School of Commerce and 
Herbert E. Dougal, Ph. D., Professor 
of Finance, Graduate School of 
Business, Stanford University. Pub- 
lished by Prentice-Hall, Inc., New 
York City. 726 pages, cloth bound: 
Price $6.00. 


The contents of this bock is im- 
portant to every bank loan officer. 
It is a valuable book to lend to 
commercial customers, especially 
those who need or plan some 
changes in their corporate financial 
policy. It contains authentic discus- 
sions on such subjects as: 

Legal Forms Of Business Organ- 

ization 
The Formation And Control Of 
The Corporation 

Corporation Stock 

Factors Determining The Form 
Of Capital Structures 

Public Utility Finance 

Railroad Finance 

Investment Banking 

The Organized Security 

Exchanges 
Direct Sale of Securities To 
Employees And Customers 
Short Term Financing 
Determination Of Net Income 
And Surplus 

Reserves And Dividend Policy 

Mergers And Consolidations 

Holding Companies 

Reorganization Of Corporations 


COLORS 
ARE BACK 


COLORED BILL STRAPS : 
STEEL: &<tRONG 


HESE super-strong Bill Straps are 





again available in 7 colors for 
quick identification of package. Extra 
wide—1'2" — affording ample space 
for marking and stamping. Straps 
imprinted with amounts and gummed. 
Made of No. 1 colored Kraft. A 


favorite with Bank: everywhere. 


FREE SAMPLESQOD 


+ Write Today to Dept. A 
The C. L. DOWNEY Company 


HANNIBAL 


DOOOOOEL 


missoueml 


Worlds Largest Mfrs. of Coin Wrappers 


COUPON 
COMPANY 


WORKS BOTH WAYS 


Allison's Coupon Books do the 
double job of handling both mail 
and personal payments with 
equal simplicity and economy. 


There are no pass books to 

mail back—no receipts to com- 

plete—and no advance no- 

tices to send. This system has 
what it takes to save you 
trouble and expense in noti- 
fying, receiving and posting 
Time Credit Accounts. 


Write for complete information. 


Allison Coupon Co., Inc. 


Indianapolis 6, Indiana 











SERVICE 
Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather than 
compete for business which 
is rightfully theirs. 


CThe 
PUBLIC 
AMI CONING 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 








This 
is our 
territory 


Serving an area lerger than the 
U.S.A., the Bank of New South 
Wales offers unrivalled correspond- 
ent service through a network of 
over 650 branches and agencies in 
AUSTRALIA, NEW ZEALAND, FIJI. 
PAPUA and NEW GUINEA. 


Enquiries about trade, investment or 
travel opportunities in any of these 
countries are invited. 


Consult and use 


BANK OF 
NEW SOUTH WALES 


Address enquiries to:— 


British & Foreign Department 
Sydney, Austrolio. 








Multiple Work Makes 
Stop Payments Expensive 


Stop payments are a constant 
source of annoyance. 

If we think a stop payment is 
unnecessary, we suggest this to the 
customer; but most of the time, the 
customer prefers to have the stop 
order placed, and of course we take 
it. 

We make out the stop order, and 
give a copy to the customer. We 
register the information on a sheet 
which is placed in the ledger. We 
write up a flag for the bookkeepers, 
which is in the form and shape of 
a check on red paper. Then we 
notify all tellers in ar, abbreviated 
memorandum. 

The following protection is print- 
ed on the stop payment request 
form: 


“In requesting you to stop pay- 
ment on this or any other item, the 
undersigned agrees to hold you 
harmless for all expenses and costs 
incurred by you on account of refus- 
ing payment of said item, and fur- 
ther agrees not to hold you liable 
on account of payment contrary to 
this request if same occur through 
inadvertence cr accident, or if by 
reason of such payment, other items 
drawn by the undersigned are re- 
turned insufficient. 

“This request is effective for six- 
ty days, but renewals may be made 
from time to time. 

“No stop payment request, re- 
newal, or revocation thereof, here- 
tofore or hereafter given shall be 
valid if oral or unless served at the 
bank. 

Reasons for wishing payment 

RIO oo Rida csres wt Ried Cees 
Sivnature Gf Drawer ..s.cwccscas 
DeNsE. TERAG, 66 dieiccsaiss Peeseues 


“THE MERCANTILE NATIONAL 
BANK AT DALLAS, receives above 
request with the understanding and 
upon the express condition that it 
will use its usual methods to pre- 
vent oversight and accident, but 
that it shall not be in any way liable 
for its act should said check be paid 
by it in the course of its business.” 


Assistant Cashier 


Precautions taken for catching 
these items amount to constant con- 
versation with our tellers about its 
importance, and for the bookkeep- 
ers, a double check on the items 
paid every day, first by the sorters, 
and then by the supervisor, which 
is before and after the bookkeepers 
have posted, during which posting 
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operation they have an opportunity | 
to catch a stopped check. 

Our stop payment order form | 
provides for its effectiveness for 60 } 
days with renewals. The State 
Banking Code has this same provi- 
sion. We actually keep the stop 
orders in the ledgers and the ‘lags 
in the sortergrafs for 90 days. 

We do not notify the customer 
when we consider the stop order 
expired. We think that 60 days is 
ample time for a situation to clear 
up that required a stop order in 
the first place—C. Glenn Cole, 
cashier, Mercantile National Bank 
of Dallas, Texas. 


“INTERNATIONAL” 
IS THE WORD 


Arthur S. Kleeman, president 
of the Colonial Trust Co., New 
York City, has announced the 
change in name of the Foreign 
Department of the institution, 
which conducts the bank’s over- 
seas operations, to International 
Division. 

“Recently we have come to 
realize,” states Mr. Kleeman, 
“that the world has grown too 
small to permit the use of the 
words ‘foreign’ and ‘foreigner’ 
in describing those who do not 
live within our own borders. 
‘Foreign’ means ‘alien,’ and in 
the thoughts of those who hope 
for ‘One World,’ none of .us 
should be alien to another.” 

Mario Diez, vice president in 
charge of the bank's interna- 
tional business, in advising 
correspondents abroad of the 
change in the name of his de- 
partment, is restating to them 
the bank’s desire to aid clients 
in finding United States mar- 
kets for their products. 


A speaker at the recent conven- 
tion of The Financial Public Rela- 
tions Association raised this ques- 
tion: “Can a bank be friendly 
merely by advertising that it is 
friendly?” He answered his ow 
auestion by saying: “When I wa 
fourteen years old, I advertised my- 
self as the world’s greatest play- 
write. Nothing happened. The only 
way a bank can get a reputation 
for friendliness is to make sure that 
all of its employees who meet the 
public are friendly by nature 4 
well as by training.” 
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Complete . .. 
Accurate... 


Indispensable . . . 





THAT IS WHY 


RAND MSNALLY BANKERS DIRECTORY 
is used daily by thousands of bankers and 
business men throughout the nation who 
depend upon it in ‘their correspond- 


ence, credit and collection work. 


Every bank officer should 
have this indispensable 
financial reference book 
at his finger tips. 


Rand MNally Bankers Directory 
536 South Clark Street 
Chicago 5, Illinois 
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Bank Women 
Committee Members 


Following are the chairmen of 
committees of the Association of 
Bank Women for 1948 as announced 
recently by Miss Willa A. Riley, 
Florida National Bank, Jackson- 
ville, president of the association: 

Executive, Mrs. Ruby Connor, Florida Na- 
tional Bank, Jacksonville; Editorial, Mrs. Helen 
Richard Feil, Dime Savings Bank, Brooklyn, 
N. Y.; Exchange, Miss Hilda H. Hoffman, Bow- 
ery Savings Bank, New York City; Finance, 
Miss Annabelle Schmidt, First National Bank, 
Pullman, Wash.; Founders Tribute, Miss Alice 
H. Whitton, Burke & Herbert Bank & Trust Co., 
Alexandria, Va.; History and Archives, Miss 
Mary E. Stetson, Chase National Bank, New 
York City; Legislative, Miss Lillian C. Hage, 
Bank of America, Los Angeles, Calif.; Mem- 
bership, Miss Virginia K. Wood, Trust Co. of 
Georgia, Atlanta; National Office, Miss Sarah 
T. Arthur, Irving Trust Co., New York City; 
Publication, Miss Margaret A. Linton, Provi- 
dent Institution for Savings, Boston; Public 
Relations, Mrs. Bernice D. Parks, Provident In- 
stitution for Savings, Boston; Publicity, Mrs. 
Lovise Crew, First Trust & Savings Bank, Pasa- 
dena, Calif.; Research, Miss Catherine Pepper, 
National City Bank, New York City; Resolu- 
tions, Miss Marion E. Mattson, Northwestern 
National Bank, Minneapolis, Minn.; Revisions, 
Miss Marion L. Heffron, Whitney National 
Bank, New Orleans, La.; Educational, Mrs. 
June Connor, Exchange National Bank, Tampa, 
Fio.; Nominating, Miss Hazel C. Sowell, First 
National Bank, Palm Beach, Fla.; Radio Rep- 
resentative, Miss Mary K. Hoyt, Montclair 
(N. J.) Trust Co.; Revision of Manual of Pro- 
cedure, Miss Emma E. Claus, Bankers Trust 
Co., Gary, Ind., and Booklet or Bank Primer, 
Miss Agnes M. Kenny, First Wisconsin Na- 
tional Bank, Milwaukee, Wis. 


Kentucky Banker Helps To 
Bring One Industry A 
Month To His State 


An average of one new industry 
a month has been brought to Ken- 
tucky recently by the Kentucky 
Chember of Commerce, of which 








Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated, on February 27, 
1948 declared quarterly dividends on 
the Company’s $5 Par Value Common 
and 5% Preferred Stocks. 

The dividend on the Common 
Stock is at the rate of 25c per share 
and is payable April 1, 1948 to stock- 
holders of record at the close of busi- 
ness March 18, 1948. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable April 1, 1948 to stock- 
holders of record at the close of busi- 
ness March 18, 1948. 

MILTON L. SELBY, Secretary. 


February 27, 1948. 
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Earl R. Muir, president, Louisville 
Trust Co., is president. 

The work of getting industries to 
come to the smaller cities of the 
state involves creation of an indus- 
trial “climate.’”’ The organization is 
now working to help treble the 
$69,000,000 record tourist business 
in the state. It will do that by get- 
ting better roads, improving attrac- 
tions, providing better sleeping and 
eating facilities, and conducting 
more extensive tourist promotion. 


There Are Important 
Differences In Our Three 
Kinds Of Currency 


Some of our ardent quiz fans 
seem to have been confused by 
question number 3 in Bankers 
Monthly Quiz No. 57, February is- 
sue. The question was this: “If a 
customer handed you currency to- 
taling $38, how many pieces could 
be nothing but Silver Certificates 
or U. S. Notes?” 

The answer stated that only 
Silver Certificates or U. S. Notes 
are made in one and two dollar 
bills. Therefore, there would be 
either two or three pieces that 
could not be anything else except 
Silver Certificates or U. S. Notes. 
If there were two pieces, one would 
be a two dollar bill, the other 
would be a one. If there were three 
pleces, there would be three one 
dollar bills. 

One of our fans wrote as follows: 
“It is my belief that $5 bills are 
Silver Certificates or U. S. Notes. 
Therefore, there could be four—a 
five, a three and a one. I do not 
believe I have ever seen a $5 Fed- 
eral Reserve Note.” 

Five dollar bills are now circu- 
lated as Federal Reserve Notes, 
Silver Certificates, or U. S. Notes. 
Occasionally, an old Federal Re- 
serve Bank Note turns up, but these 
are not now issued as new money. 
The only types of currency now be- 
ing issued by the government are 
Federal Reserve Notes, Silver Cer- 
tificates and U. S. Notes. All are 
made in denominations of $5 and 
up, but only Silver Certificates and 
U. S. Notes are made in ones and 
twos. 


Effort And Understanding 
Improve Public Relations 


Last night I read over your Feb- 
ruary issue and must say that it is 
an outstanding job. It is surely full 
of interesting and worth-while ar- 
ticles, and I couldn’t help but write 


a note and tell you how I felt aout 
it. 

Incidentally, the article entitleg 
‘Here Are Eighteen Reasons Why 
We Make Banking Our Career” js 
written by a man who is an Officer 
of one of our affiliated banks, and 
think it is very gratifying to see 
how much can be accomplished by 
a little effort and understanding. 
If more banks would do what that 
bank has done, the attitude of staff 
members toward the public would 
be much better, with a consequent 
gain in public relations.—R. A, 
Bezoier, vice president, The First 
National Bank of Rochester, Minne- 
sota. 


Sight Draft Bill Of Lading 
Loans May Fit A Need 
Of Your Customer 


In a certain Illinois town, a man 
who owned a stone crusher to sup- 
ply crushed rock for road building, 
bought an additional quarry to sup- 
ply his customers. This left him 
short of operating funds. He at- 
tempted to hold off the wages of 
his men for a week or two on sev- 
eral occasions, which caused con- 
siderable distress among those he 
employed. 

Learning about the situation, his 
banker asked him if he could not 
ship his stone on terms of “sight 
draft bill of lading.”’ The man dis- 
covered that he could, and the bank- 
er then proposed that his bank 
would advance the money for each 
carload of stone when it was ready 
to ship. 

The customer deposited the ship- 
ping documents with the bank as 
security for the loan, The bank then 
forwarded the sight draft and bill 
of lading to a bank in the town to 
which the stone was to be shipped. 
The consumer was notified that he 
could secure the bill of lading by 
paying the sight draft at his local 
bank. 

These were short term loans. 
fully protected by the ownership 
of the crushed rock remaining with 
the holder of the bill of lading 
which, in this case, was the lending 
bank. This resulted in a series of 
loans profitable both to the bank 
and the owner of the stone crusher. 


Each month, or even more often, 
the auditor in many banks—or gen- 
eral bookkeeper—prepares lists of 
all overdrafts in a report to direc- 
tors. 
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Stop-Payments Discouraged 
On Checks Payable To Stores 


We receive frequent calls from 
individual customers to stop pay- 
ment on a check which was mailed 
two or three days previous to a 
department store. The customer in 
most instances has phoned the de- 
partment store to inquire if their 
account has been credited, and 
when informed to the contrary, 
they immediately phone the bank 
to stop payment. In these and simi- 
lar instances, we suggest that they 
wait at least a few more days in 
order to give the department store 
the opportunity to credit the ac- 
count and deposit the check for 
clearance. Ordinarily, the majority 
of these items are cleared without 
the necessity of placing stop-pay- 
ments. — George R. Herzog, vice 
president and cashier, Union Bank 
of Commerce, Cleveland, Ohio. 


More Banks On Par List 


The Federal Reserve Board an- 
nounces that the following banks 
have been put on the par list. They 
have agreed to pay all checks at 
par. 

All of the banks in Tuskegee, Ala. 
Miners & Merchants Bank, Lowell, 

Arizona 
First Stamford National Bank & 

Trust Co., Glenbrook, Conn. 
Sylvia State Bank, Sylvia, Kansas 
Grants State Bank, Grants, Mo. 
Peoples & Enderlin State Bank, En- 

derlin, North Dakota 
Citizens State Bank, Anton, Texas 
Layton Park State Bank, Green- 

dale, Wis. 


The First And Farmers Bank, 
Portland, North Dakota, has an- 
nounced that it will pay its checks 
at par on and after January 1, 1948, 
and has directed that its name be 
added to the Federal Reserve par 
list. 


The First State Bank, La Moure, 
North Dakota, has announced that 
it will pay its checks at par on and 
after January 2, 1948,. and has 
directed that its name, be added to 
the Federal Reserve par list. 


Some banks have found that re- 
turning checks with a statement to 
customers with many items more 
often than once a month, reduces 
the number of stop-payments. 
Statements are rendered to some 
accounts every business day. This 
also reduces the work of filing. 
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Local Loans Belong 
In The Local Bank 


A New Jersey banker was sitting 
at his desk one morning when a 
customer of his passed by and 
stopped to talk. 

“Do you know,” he said, “I don’t 
see why the finance company 
charges so much for a loan when 
you buy a Car.” 

“Are you borrowing from a 
finance company?” asked _ the 
banker. 

“Well, the dealer suggested that 
I do it,’”’ explained the customer. 

The banker made this loan to the 
customer, and then had a conversa- 
tion with the dealer which resulted 
in the dealer letting the banker 
know who his prospects were. 
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The banker selected those buyers 
who had an adequate bank credit. 
Arrangements were made for 
monthly payments to the bank, and 
in this way, a number of customers’ 
loans were made that otherwise 
would have gone out of town. 


Boston Clearing House Now 
Allows Delayed Returns 


In order to facilitate delayed 
posting in the member banks, the 
Boston Clearing House has revised 
its rule on return items. A special 
afternoon exchange has been ar- 
ranged for returning items, and the 
new rule allows the return of items 
which have been received “in the 
check clearings of the same or the 
next preceding business day.” 
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HARLOW H. CURTICE, President 


GENESEE COUNTY SAVINGS BANK ® Flint 1, Michigan 
Capital Funds: $2,386,000 « 


‘Selection of an architect for any bank 


Resources: $31,732,000 
building expansion is most important. Our 
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thorough investigation convinced us that the | 
j 
Bank Building & Equipment Corporation was 


splendidly equipped to handle our most diffi- 2 . 
| uipminil a oration 
cult remodeling program.”’ q o*up 
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Orders are being filled for Allen-Wales 
oko Keb bate mb ackoKed obb al-t— Mote doh ob Kol hao tM ofol-1-50 3 (8 
That the demand still exceeds the supply 
is a tribute to the reputation Allen-Wales 


oe Lob bate mp aatoKod abbal-M-lopbbh ob cct-sahalalel—B de) ate) af ay tt DE 
ACCURACY and DEPENDABILITY 


ALLEN W WALES 


ALLEN-WALES ADDING MACHINE DIVISION 
OF 
THE NATIONAL CASH REGISTER COMPANY 
444 MADISON AVENUE 
me wey ORK 22,29N..,Y. 





